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Grigsby-Grunow Shows Distributors 
New Fall Radio Models 


(Concluded from Page 1, Column 5) 
rural homes which have their own 
farm-lighting units. 

A third table set, the Studio, has a 
five-tube dual-range chassis in the 
most strikingly modernistic cabinet yet 
to appear on the market. Architected 
like a Raymond Hood skyscraper— 
with horizontal bands, sheer vertical 
reaches, and a set-back top—this cabi- 
net is made of quarter-sliced birch 
with two-tone finish (natural and 
ebony) and grille ornament of highly 
polished aluminum. 

In addition to presenting the new 
“Smart Set” line of radios, Mr. Ditzell 
acted as chairman, master of cere- 
monies, and answerer of questions at 
the three-day meeting. 

B. J. Grigsby, president and chair- 
man of the board, addressed the dis- 
tributors briefly Tuesday morning. 
Other speakers included Le Roi Wil- 
liams, vice president; Harry Alter, as- 
sistant general sales manager; Earl 
Hadley, advertising manager; H. M. 
Pauley, service manager; Dr. C. M. 
Blackburn, chief radio engineer; and 
M. E. Paradise, works manager. 


Williams Interprets NRA 


Interpreting the NRA plan in 
scholarly yet easily understandable 
fashion, Mr. Williams told the dis- 
tributors that one thing was certain: 
that this new movement would result 
in higher and higher prices. 

Mr. Pauley talked chiefly about the 
Twin Six automobile radio set which, 
he said, presented a great many more 
service problems than home sets. 

In addition to supplying the Ford 
auto radio, Majestic now has the 
Hudson-Essex account (all Essex de 
luxe Terraplanes now carry Majestic 
radios as standard equipment). Serv- 
ice stations for these radios are being 
established from coast to coast, Mr. 
Pauley stated. 

Free insurance is now offered with 
every Twin Six auto radio. This insur- 
ance is written by the Phoenix Insur- 
ance Co. of Hartford, against fire, 
theft, lightning, cyclone, tornado, and 
explosion. 

Earl Hadley, advertising manager, 
announced that the “Smart Set” radio 
story would be told in large display 
advertisements in Saturday Evening 
Post, Cosmopolitan, Time, Collier’s, 
and other magazines, as well as news- 
papers. These radio advertisements 
will also carry lines calling attention 
to Majestic electric refrigerators. 

Mr. Hadley also presented four 
bright and clever display stands for 
Majestic radio dealers. The new home 
radio display stand is a striking dis- 
play of brilliant Urban colors —blue, 
magenta, yellow, and silver, with an 
all-over stipled design. Any three of 
the new table or midget models may 
be placed on the stand, and the back- 
ground enhances the style built into 
the new sets. 

The display, when set up, measures 
40 in. high, 38 in. wide, and 12 in. deep. 
A three-color window streamer, mea- 
suring 19%x50 inches is included with 
each display. 


Twin-Six Set Described 


The new Twin-Six auto radio display 
stand stands 39 in. high, is 26 in. wide, 
and 8 in. deep, and is printed in three 
colors—red, blue, and black. The ac- 
tual receiver is placed in the display, 
and an opening is provided on the left 
side panel which holds the dial se- 
curely in place. 

The set may be operated in this dis- 
play. All wires and controls are com- 
pletely hidden. It is quickly set up, is 
rigidly constructed, and can be used 
on the counter, floor, or in the win- 
dow. 

Packed with each display is a large 
eye-catching streamer 60x18 in. This 
combination gives dealers material to 


attract prospects to their places of 
business. 
A new filasher-type tube display 


stands 27-in. high and 35-in. wide, and 
\s printed in six colors. The tube in the 
center and the “Majestic” logotype 
are transparencies, so that when the 
flasher is in operation the colors are 
brilliantly illuminated. Included with 
each display is a flasher and two small 
side cards on easels. 

For distributors and dealers inter- 
ested in a de luxe metal home radio 
display stand, a dandy is provided. 
This display is built of heavy metal, 
spot-welded, has a modern appearance, 
is lacquered in Chinese Red, stands 30 
in. high and 34 in. wide, and will ac- 
commodate 5 sets. 


MAJESTIC DELEGATES 


William G. Evans, Jr., secretary; T. 
E. Luster, and G. E. Shepard, Air-Ola 
Radio Co., Inc., Huntington, W. Va. 
L. M. Willis, and C. F. Bouldin, Cali- 
fornia Majestic, Inc., Los Angeles, 
Calif. F. S. McGaughey, president; and 
Harry Lever, vice president in charge 
of radio and refrigeration, Capital 
Electric Co., Atlanta, Ga. 

L. M. Johnson, Cronin Co., Portland, 
Oregon. H. L. Granquist, and George 
Michael, Belmont Corp., Minneapolis 


W. B. Davis, president; and Charles 
Schwartz, W. B. Davis Electric Sup- 
ply Co., Memphis, Tenn. F. J. Earle, 
secretary; Delta Hardware Co., Esca- 
naba, Mich. H. S. Hollander, president 
and general manager in charge of 
sales; Ben Schmidt, city sales man- 
ager; Nolan DeWoskin, territorial 
sales manager; A. M. Fridley, service 
and office manager; R. V. Johnson, and 
E. R. Rauth, Electric Lamp & Supply 
Co., St. Louis, Mo. 

Lawrence’ Bevins, president and 
manager, Erie Radio Supply Co., Erie, 
Pa. Ray F. Healy, secretary and treas- 
urer, Erskine-Healy, Inc., Rochester, 
N. Y. Elmer A. Hamburg, president 
and general manager; Jos. Hamburg, 
secretary and treasurer; Harold Kay, 
general sales manager; and P. Katz, 
Hamburg Brothers, Pittsburgh, Pa. 
L. W. Hadley, manager wholesale de- 


partment; and G. F. Harbour, Har- 
bour-Longmire Co., Oklahoma City, 
Okla. 


F. C. Hayer, president; Fred Hamm, 
G. E. Dawson, H. M. Bersau, C. O. 
Sandvig, H. W. Trahms, and H. M. 
Dillon; F. C. Hayer Co., Minneapolis, 
Minn. Ernest Mercer, branch manager; 
Hemenway, Inc., Alexandria, La. John 
J. Black, secretary; Otis Hidden Co., 
Louisville, Ky. M. C. Robinson, vice 
president; Horrocks - Ibbotson Co., 
Utica, N. Y. Lee R. Howe, president 
and treasurer, E. J. Rowen, Howe & 
Co., Boston, Mass. 

H. J. Zehner, president-treasurer; 
Jack Symons, and L. H. Vorce; Igni- 
tion Service & Supply Co, Albany, N. 
Y. H. L. Schmutz, manager radio and 
refrigeration department; F. B. Jenk- 
ins, Jr.; Jenkins Music Co., Kansas 
City, Mo. L. S. Upson, vice president; 
Kimball-Upson Co., Sacramento, Calif. 
Bernard D. Colen, president-treasurer; 
M. Mitchell Gruhn, vice president; 
Majestic New York, Inc., New York 
City. 

Irving Leon, Michigan Majestic, Inc., 
Detroit, Mich. G. J. Timmermann, 
president and treasurer, general man- 
ager; and B. J. Kerper, branch man- 
ager, Davenport; Midwest - Timmer- 
mann Co., Dubuque, Iowa; Buford M. 
Myers, president, Modern Appliance & 
Supply Co., New Orleans, La. Harry 
Moll, president; and J. V. Rhuda, sales 
manager; Harry Moll, Inc., Denver, 
Colo. Chas. T. Naddy, owner, and H. 
L. Heinzman, Chas. T. Naddy Co., 
Columbus, Ohio. 

E. W. Turnley, president; H. W. 
Lindahl, radio and refrigeration man- 


ager in charge of Majestic sales; 
Nashville Chair Co., Nashville, Tenn. 
Arthur Alter, manager; R. R. 


Schoenberg, and Low Stutz; Northern 
Illinois Division of Grigsby-Grunow 
Co., Chicago, Ill. J. Trevor Peirce, vice 


president; C. M. Phelps, secretary- 
treasurer; and Mr. Tagg; Peirce- 
Phelps, Inc., Philadelphia, Pa. 


Edw. C. Cords, purchasing agent; C. 
W. Hamilton, sales manager Majestic 
division; R. N. Eskell, J. H. Forstofel, 
A. T. Schnorf, and H. G. Kratzer; 
John Pritzlaff Hardware Co., Milwau- 
kee, Wis. Geo. E. Proudfit, President; 
Harold Cramer, office manager; P. E. 
Thompson, Omaha branch manager; 
C. W. Jones, Sanford Larson, and H. 
C. Bennett; R. S. Proudfit Co., Lincoln, 
Neb. J. H. Sunderlin, vice president; 
H. A. Hollibaugh, secretary; and L. C. 
Augustine; Radio Equipment Co., 
South Bend, Ind. 

J. E. Schuster, president and gener- 
al manager; Schuster-Electric Co., 
Cincinnati, Ohio. Oliver N. Shaw, pres- 
ident and treasurer; and Furman Fer- 
guson; Shaw Distributing Co., Char- 
lotte, N. C. Robert H. Cowan, presi- 
dent-general manager; Southern Hard- 
ware & Bicycle Co., Jacksonville, Fla. 
J. E. McDonald, vice president; South- 
west Appliance Co. San Antonio, 
Texas. E. G. Peters; Gulf Radio Sales, 
St. Petersburg, Fla. 

E. M. Dupree, president and general 
manager; A. O. Greber, vice president 
and manager service department; J. P. 
Lindsay, secretary-treasurer; and J. M. 
A. Miller; Star Electric & Eng. Co., 
Houston, Texas. Arch R. Strong, man- 
ager, S. D. Bishop, R. W. Sutton, and 
C. E. Davidson; State Radio Co., In- 
dianapolis, Ind. Francis E. Stern, pres- 
ident; Stern & Company, Inc., Hart- 
ford, Conn. John W. Clifford, manager 
radio and refrigeration department; 
Nick Andriach, manager radio and re- 
frigeration service; H. D. Taylor Co., 
Buffalo, N. Y. 


J. W. Holmes, president; Caleb Shar- 


rah, vice president and general man- 
ager; Thompson & Holmes, Ltd., San 
Francisco, Calif. V. J. McGranahan, 
vice president and general manager; 
H. V. Camp, W. P. White, and G. A. 
Phillips; Toledo Majestic Co., 
Ohio. S. Rosenfield, general manager; 


Toledo, 


United Electric Supply Co., Salt Lake | 


City, Utah. 

J. A. White, owner; J. A. White Dis- 
tributing Co., Grand Rapids, Mich. 
Fred A. Wilson, general manager; E. 
M. Wilson & Son, Newark, N. J. Sam 
Goodman, sales manager and eecre- 
tary; and G. S. Hodges; Whoodhouse 
Electric Co., Inc., 
Zamoiski, president; and Jos. Katz, 
vice president; Jos. M. Zamoiski Co., 
Baltimore, Md. 
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Norfolk, Va. Carl J. | 


Australie... .... 
Haweilen Islands . 
Puerto Rice. . 


FRIGIDAIRE INSTALLS 
AIR CONDITIONING IN 
DETROIT MEN'S GRILL 


(Concluded from Page 1, Column 4) 
and “Dustop” air filters. Both summer 
and winter operation of the system is 
thermostatically controlled, the therm- 
ostat for the cooling cycle being lo- 
cated in the return duct. 

The air-distributing system is de- 
signed to provide four and one-half 
air changes per hour, and includes 
two separate and independent blower 
systems—one for supply, the other for 
exhausting air to the outside. 

The air-supply ducts introduce 2,000 
cu. ft. of air per minute through eight 
openings about the room, while the 
exhaust fans draw out 1,800 cu. ft. 
per minute. Additional capacity of the 
supply blowers insures a positive in- 
side air pressure so that there will be 
no infiltration of outside air, Mr. Mc- 
Ewan points out. 

Discharge air is taken from grilles 
above the steam tables, etc. so that 
the heat from this equipment does not 
have to be removed by the refrigera- 
tion system. 

Adjustable dampers are _ provided 
both on the three recirculating ducts 
which lead back to the air-condition- 
ing chamber, and on the eight supply 
openings through which the air is in- 
troduced. The damper on the fresh 
air intake duct is also adjustable, the 
system now being set to introduce 25 
per cent of fresh air, the remaining 


75 per cent being recirculated through 
the air-conditioning apparatus. 

Speed of the supply blower is con- 
trollable so that in winter it can be 
reduced to the half speed required for 
operation of the heating system. 


Accessory Group 


Meets Thursday 
In Detroit 


(Concluded from Page 1, Column 3) 
your presence at the meeting on Aug. 
31, 1933.” 

The notice was signed by the 
temporary executive committee con- 
sisting of Walter Seeger (Seeger Re- 
frigerator Co.), chairman; C. C. Hull 
(Rex Mfg. Co.), H. B. Lindsay (Dry- 
Zero Corp.), W. M. Whalen (Truscon 
Steel Co.), and J. W. Hatch (Bush 
Mfg. Co.). 

Those who plan to attend the meet- 
ing are requested to write to Walter 
Seeger, chairman, care of ELECTRIC 
REFRIGERATION NEWS, 550 Maccabees 
building, Detroit, Mich. 


2 KELVINATOR DISTRIBUTORS 
START HOME SERVICE 


DETROIT—Two new home service 
departments recently established by 
Kelvinator Corp. are in connection 
with Ira F. Powers Co., in Portland, 
Ore., and Kirkmeyer Electric Co., 
Richmond. Helen K. Batterson is in 
charge of the Portland operation. Lu- 
cille Stonell will head up the home 
economics work with Kirkmeyer. 


G-E AIR-CONDITIONING 
MEN HEAR T. K. QUINN 
TALK AT CONVENTION 


(Concluded from Page 1, Column 1) 
Hotel Montclair. The banquet, held 
the first night, was held in the Com- 
modore, with T. K. Quinn, G-E vice 
president, as the principal speaker. 

Keynote of the entire convention 
was the slogan “On the Line.” In 
the various playlets, prospects signed 
the order “On the Line,” sales were 
won “On the Line,” and advertising 
corralled prospects “On the Line.” 


Among the various acts was C. E. 
Manning’s lecture on the G-E house 
of magic—in which he popped corn by 
means of radio waves, sent music over 
a beam of light, pulled ions out of the 
air let the delegates hear them in a 
loud speaker, and showed how the 
photo cell (or electric eye) can dis- 
tinguish the difference between the 
light from a direct current and from 
an alternating current. 

To acquaint the dealers with G-E 
advertising on its air-conditioning line, 
Walter Bowe, advertising manager of 
the department, showed the delegates 
what the advertising is, where it goes, 
and how it works. Mr. Bowe also em- 
phasized the way in which G-E oil fur- 
nace advertising is pre-tested. 

Art Roy made first announcement 
of the new fall sales activities which 
include a prize contest for salesmen 
—with free trips to Bermuda as prizes. 
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BRASS VALVES , nat and FITTINGS fot 
mechanical refrugeralion Sewiee 


No matter what your preferences or requirements may be in valves 
or fittings, there's a Kerotest to meet the exact need. For example, 
for those who require a Packed Valve with a metal to metal back 
seat, there's the Kerotest 3 Way Packed Manifold Valve illus- 


' trated at left. 


packing in full open position 
loss of refrigerant. 


for your copy. 


Kerotest Three Way Manifold Valve No. 416 


Back Seating Type 


Kerotest Valve No. 417—Maultiple 
Diaphragm Type 


FOREIGN REPRESENTATIVES 


F. C. Lovelock, Ltd., 
222 Clarence St., Sydney, N.S.W. 


Melchior, Armstrong, Dessau Co., Inc., 
116 Broad St., New York, N.Y. 

Theo. H. Davies & Co.. Lid.. 

Honolulu, T. 

. Refrigeration Supply Co.,P.O. Box 328, 
Puerta de Tiere, Sen Juan 


KEROTEST MFG. CO. PittssurGH 


LOCAL REPRESENTATIVES 
(Stocks Maintained for Immediate Delivery) 


Amarillo, Texes - 816 Grant St. 
Atlente, Ga. - 285 Mariette St. . 
Baltimore, Md. - 108 South Street . 


Cincinnati, Ohio - Burbank St. 
Cleveland, Ohio - 1748 East 22nd St. 
Decatur, Illinois - 133 Williams St. 
Des Moines, 


Fort Worth, Texas - 8th & Grove Sts. . . . 
Houston, Texas - 306 M&M Bids... . 
Lubbock, Texas - 900 Avenue H 
Ries ete cy Cath i 


New Nady La. 813 wre as St... 
New York, 


Portlan Oregon - 200 North 
Rockford, Ulinois - “~ East Sete me 6 
San Angelo, Texas - 506 So. Oak : 


Sioux City, lowe - 2310 East 8th St. . 


Syracuse, N. Y. - 314 W. Fayette Si os 
Washington, D.C.. 308 10th St. N.W. 


The Kerotest Catalogue No. 5 tells you the whole story. 


Boston, Massachusetts - 110 High boel ae 


le. - W. iam Se 5° 
Fernwood, Miss. - 711 N. Tengipahos St... . 


Greensboro, N. C. - 714 W. Market St... 
Indianapolis, Ind. - 229 E. South St... . 


Milwaukee, Wis. - 512 N. Water St. M ‘. : : 
. « Chase Brass & Copper Co., Inc. 


- 58 4 rare Paramount Electrical Su 

ae me gg = - 1135 Mot erst 6 eo 
Pittsburgh, Pe. - 901 Pennsylvania Ave. . . 
13th eal . » Harrison Sales Company 


St. Lowis, Mo. - 2817 pb Y Fare 
Seattle, Wash. - 314 Ninth Avenue, ae 
Springfield, Mass. - 300 Broac St. e cee 


Winnipeg, Man., Canada - 156 Bell Ave. . 


K-E-R-O-T-E-S-T 
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Features of this valve are the special Kerotest Pressure Test of 
every valve before being packed and the easy replacement of the 


without interruption of service or 


Kerotest also makes a full line of Diaphragm Packless Valves as 
illustrated by Type 417. Assembled without soldered joints, the 
back-seating bushing of this type also makes possible the replace- 
ment of diaphragms without interruption of service. 
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. Axtell Company 


.. JM. Tull Rubber & Supply Co., 


. Clendenin Bros., Inc. 
A. E. Borden Saeed 
. Merkel Bros. Co. 
. Williems & Conpeny, Inc. 


: | Tf Field & Shorb 


C. L. Percival Co. 

Enochs Sales Company 
Axtell Company 

. Home Appliance Service Co. 


. Lingo-Walter Company 


F. H. Langsenkamp Co. 
Axtell Company 
. Chase Brass & Copper Co., Inc. 


. Meclintire Connector Co. 
. Enochs Sales Co. 
y Co., Inc. 
Melchior, Armstrong, Dessau Co., Inc, 
. Williams & Company, Inc. 


. All-Makes Refrigerator Service Co. 
. Axtell Company 
” Brass and Copper Sales Company 
Harrison Sales va any 
. Nationa! Refrigeration ice 
Home Utilities Company 
. Syrecuse Supply Company 
. Refriseration Equipment and Supply Co., Inc. 
. Arctic ice & Fuel Co., Limited 


FACTORY REPRESENTATIVES 
- G. C Tavloy, 1344 W. Lake St. (Local Stock) 


Ave 
Thomas B. Fath. my 18273 Santa Rose Drive 


Chicago, lil eee 

Deyton, Oslo Tene, .* 

Detroit, Mich... .... 

Los y vd my Calif. . . . Van D. Clothier, gl d E. Sixteenth St. (Local Stock) 
New York, N.Y... . . JA. 
Sen Fi ©, Calif... | A. W. V. Johnson, Merchants 


Strachen, 806 Graybar Buildi 
srchants Exchenge Bidg. (Local Stock) 
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COPELAND SOLD 
TO FINANCIERS 
FROM CHICAGO 


Present Product Line 
To Be Continued 
By New Owners 


By John T. Schaefer 

MT. CLEMENS, Mich.—Control of 
Copeland Products, Inc., here was ac- 
quired by Milton H. Morris of Chicago 
Friday afternoon following an open 
sale conducted by order of the 
creditor’s committee which has been 
operating the company for several 
months. 

Representing financial interests of 
Chicago and Philadelphia, Mr. Morris 
is to head the company, with Henry 
K. Levy, in a supervisory capacity. 
Both Mr. Morris and Mr. Levy were 
connected with the receivership and 
subsequent reorganization of the Zero- 
zone company two years ago. 

Operation of the Copeland company 
is to be continued, these men state, 
with a nucleus of the present factory 
organization and the present Copeland 
line of household and commercial elec- 
tric refrigeration equipment. 


Revive Field Organization 


The Copeland dealer and distribu- 
tor organization, which was diminished 
during the past few months of finan- 
cial difficulties, is to be built up again 
with an aggressive drive for more 
retail outlets. 

The sale Friday was conducted by 
A. C. Flood, trustee, and J. S. Horwitz 
of the firm Bryant, Lincoln, Miller & 
Bevan, attorneys for the _ trustee. 
Bidding began at 11 a. m. and rose to 
$151,000 for the assets of the company 
less real estate. This figure did not 
satisfy the creditors’ committee, which 
convened to consider the offers. The 
final transaction between the creditors’ 
committee and the Chicago men was 
completed later in the afternoon at 
an unnamed figure. 


Assets Listed 


The assets listed for sale included: 

1. All inventories, book value on 
July 31, $206,000. 

2. All machinery, equipment, furni- 
ture, fixtures, and tangible personal 
property, as of July 31, $327,000 (book 
value $599,000 less depreciation of 
$272,000). 

3. Patents, licenses, and trade marks. 

4. Entire goodwill of the business. 

5. Accounts receivable as shown by 
the books on July 31, book value 
$299,000. 

Assets not offered for sale were: 

1. Cash on hand, and on deposit in 
open and closed banks. 

2. Reserves in hands of finance com- 
panies against discounted paper. 

3. Equities in land and buildings. 

4. Employes’ traveling advance ac- 
counts. 

5. Unexpired 
and deposits. 

6. Club and 
ships. 

7. All unliquidated claims. 

Of the $299,000 listed as accounts 
receivable, between $65,000 and $75,000 
represent sale of merchandise which 
the customers have the right to re- 
turn for alleged defects. These items 
were included in the accounts receiv- 
able, and the purchase of the accounts 
carried with it the right to receive 
and retain the merchandise returned. 

According to conditions of the sale, 
the purchaser was not required to as- 
sume any liabilities other than those 
of preferred creditors amounting to 
$51,425.35. The trustee represented 
that there are no past due unpaid 
personal property taxes. 


Porcelain Enamel Code 
Accepted by NRA 


WASHINGTON, D. C.—The wage 
rate proposed by the Porcelain Enamel 
Institute for manufacturers of porce- 
lain enamel products was accepted 
Aug. 12 by the NRA administration. 

As proposed by the institute and ap- 
proved by the administration labor 
operations in the porcelain enameling 
industry will be in accordance with 
the following schedule: 

In the northern section of the indus- 
try, male workers, 40 cents per hour; 
female workers, 35 cents per hour; in 
the southern section of the industry, 
male workers, 40 cents per hour, un- 


(Concluded on Page 11, Column 5) 


insurance premiums 


association member- 


PriceFixing Scored 
At Retail Code 
Hearing 


WASHINGTON, D. C.—The pro- 
posed code of fair competition for the 
retail stores of the country, as revised 
at hearings concluded here last Thurs- 
day, is now in the hands of the Na- 
tional Recovery Administration, which 
is giving further consideration to 
differences over the questions of price 
fixing, advertising, and work hours be- 
fore submitting the code to President 
Roosevelt. 

Although the provisions of the 
original code dealing with minimum 
wages and maximum hours’ were 
changed to allow for a greater variety 
of conditions, objections to price fix- 
ing and the provision which rules out 
references to competitors and the 
claiming of a policy of “underselling” 
in advertising copy the administra- 
tion has thus far ignored in the re- 
vised copy. 

The price-fixing section, over which 
differences of opinion still prevail, 
reads as follows: 

“No member of the retail trade shall 
sell or offer for sale any merchandise 
at less than his net invoice delivered 
cost or current market delivered cost, 
whichever is lower, plus 10 per cent 
to insure that labor costs shall be at 
least partially covered.” 

The sections dealing with advertis- 
ing declare it an unfair trade practice 
to use inaccurate or misrepresenting 
advertising; to use advertising which 
refers directly or by implication to 
any competitor or his merchandise, 
prices, or policies; or to use advertis- 
ing which lays claim to “underselling” 
of competitors. 

Because of demands of representa- 
tives of stores in smaller communities 
and in response to a variety of condi- 
tions prevailing among the different 


(Concluded on Page 11, Column 1) 


GIBSON TO INCREASE 
PRICES 15 PER CENT 


GREENVILLE, Mich.—An increase 
of approximately 15 per cent in the 
factory list price of Gibson electric 
refrigerators becomes effective Friday, 
Sept. 1, according to W. R. Marshall, 
advertising and sales promotion man- 
ager of Gibson Electric Refrigerator 
Corp. 

Gibson advertising copy in news- 
papers throughout the country during 
the past week has heralded the forth- 
coming increase in prices. 


WESTINGHOUSE SALESMEN 
BREAK QUOTA IN CONTEST 


MANSFIELD, Ohio—Nine distribu- 
tors and 57 retail salesmen of West- 
inghouse refrigerators had sold more 
than 100 per cent of their quota for 
the current Master Builders sales cam- 
paign when the drive reached the 
half-way point on Aug. 23, according 
to Westinghouse officials here. Forty- 


two distributors were above 50 per 
cent of quota on that date. 
Distributors who have _ already 


passed the quota mark are: American 
Sales Co., Columbus, Ohio; Westing- 
house Electric Supply Co., San Fran- 
cisco; Tafel Refrigeration Co., Cin- 
cinnati; Westinghouse Electric Supply 
(Concluded on Page 11, Column 4) 


Apex Puts Office Force 
On 5-Day Week 


CLEVELAND-—In line with Presi- 
dent Roosevelt’s NRA program, Apex 
Electrical Mfg. Co. here has placed 
its factory workers on a schedule con- 
forming with the plan, has instituted 
a 40-hour week for office employes, 
and has effected an 11 per cent pay in- 
crease for all of the company’s 1,000 
employes, according to Tom J. Smith, 
Jr., assistant general manager. 

During the first two Saturdays of 
this month, a skeleton office force was 
maintained to handle business aris- 
ing during the organization’s period of 
adjustment to the new schedule. Since 
Aug. 12, however, all office employes 
have been on a five-day week. 

In a bulletin issued to all Apex em- 
ployes, Mr. Smith recognized the pos- 
sibility that some errors might have 
been made in the company’s haste to 
comply with the blanket code, and 
asked that all employes knowing of 
such an error or oversight report it 
at once to their immediate superiors 


BLUE EAGLE 


(WE DO OUR Pant 


BRIEFS 


Nema Cites Objections 
To Accessory Group 


An obstacle to the proposed plan for 
organizing a Refrigeration Accessories 
Division of National Electrical Manu- 
facturers Association has arisen in the 
form of an unfavorable attitude on 
the part of the Board of Governors 
of Nema. 

The Board is quite willing to make 
provision for the new group if 
Deputy Administrator W. L. Allen de- 
cides it should be included under the 
Nema code but the Governors are in- 
clined to feel that the diversity of 
products will unduly complicate the 
problems of the association. 


RMA Will Comply 
With Nema Code 


The Radio Manufacturers Associa- 
tion, it has been announced by Deputy 
Administrator W. L. Allen, has with- 
drawn its request for exemption from 
the code of fair competition for the 
electrical manufacturing industry and 
has notified the administrator that the 
radio industry will comply with all the 
provisions of the Nema code. 


Two Electrical Groups 
Negotiating with Nema 


The Washing Machine Manufac- 
turers Association and the Vacuum 
Cleaner Manufacturers’ Association, 
both of which objected to inclusion 
under the code of National Electrical 
Manufacturers Association (Nema) at 
the open hearings in Washington, are 
reported to be negotiating with Nema 
for a membership arrangement which 
will permit them to come under the 
provisions of the Nema code and 
maintain their standing as autonom- 
ous bodies. 


Lumber Code Provides 
For Price Fixing 


The code of fair competition for the 
lumber industry, approved last week 
by President Roosevelt, provides for 
“cost protection” or in other words 
“minimum price fixing.” 

The industry itself, through the 
Code Authority which will govern it, 
is to set minimum priees. Coupled 
with this provision is power to regu- 
late and allocate production so that 
markets will not become glutted with 
lumber products produced at cost. 

Protection against abuse of the 
power to fix minimum prices is said 
to be possible in the lumber indus- 
tries because the code sets up a 
mathematical formula for determining 
what constitutes cost protection. 


Steel Code to Have 
90-Day Trial 


President Roosevelt has approved a 
code for the steel industry providing a 
maximum 40-hour week (which can be 
extended to 48 hours at seasonal 
peaks); a minimum wage of 40 cents 
an hour; an eight-hour day effective 
after Nov. 1 if the industry is operat- 
ing at 60 per cent or more of capacity 
The code will go into effect for 90 
days only, to determine its effect. 


Johnson Warns NRA 
Workers on ‘Boycott 


Declaring that their work should be 
one of “information” rather than “in- 
timidation,” General Hugh S. Johnson, 
National Recovery Administrator, gave 
marching orders over a nation-wide 
radio hookup Sunday night to the 
1,500,000 volunteer canvassers who will 
start out this week to sign up the 
business men of the nation under the 
Blue Eagle. 

Coercion in any form will not be 
tolerated, Gen. Johnson stated, and he 
warned citizens against instigating 
any form of boycott or intimidation, 
which is “threat of boycott,” against 
employers who are not displaying the 
Blue Eagle. 

A great many business men, especi- 
ally in smaller cities, have not signed 
the President’s Re-employment Agree- 
ment because they have not had suffi- 
cient information upon which to act, 
declared the administrator. Where the 
employer finds that immediate compli- 
ance with the blanket code would 
work extreme hardships he can peti- 

(Concluded on Page 11, Column 2) 


Refrigeration Men 


Seek Hearing on 
Ohio State Tax 


COLUMBUS, Ohio—The revenue 
bill now awaiting hearings by the 
committee of finance of the Ohio State 
Legislature will impose a 10 per cent 
sales tax on household mechanical 
refrigerators, if passed. 

The household mechanical refrigera- 
tor is the only strictly utilitarian 
household appliance included in the 
tax schedule. Ice refrigerators are not 
taxed under the provisions of the bill 
in its present form. 

Louis Ruthenburg, consultant to the 
Refrigeration Division of National 
Electrical Manufacturers Association, 
has prepared a brief for the commit- 
tee hearings which outlines the refrig- 
eration industry’s arguments for ex- 
emption from the tax. 

Mr. Ruthenburg’s brief will follow 
in general outline the presentation 
which he made before the finance 
committee of the United States Senate 
last year during the hearings on the 
revenue bill which placed a 5 per cent 
excise tax on household mechanical 
refrigerators. 


NRA COMPROMISES ON 
AUTO INDUSTRY CODE 


WASHINGTON, D. C.—The code of 
fair competition for the automobile 
industry, which was the subject of one 
of the longest and bitterest contro- 
versies that the NRA has had to con- 
tend with, was approved Sunday by 
President Roosevelt. 

The controversy arose out of the 
insistence of the manufacturers for a 
clause to preserve the right to hire 
and fire workers regardless of union 
affiliations. The code as finally signed 
by the President was a compromise 
between this stand and that of or- 
ganized labor. 

The clause of the code in question, 
as finally evolved, stated outright that 
it did not constitute any nullification 


of the law-given right of employes 
working for code signatories to or- 
ganize without restraint from their 


employers and to bargain collectively. 
It provided, however, that the em- 
ployers would retain the right to hire, 
promote, and fire workers on the basis 
of individual merit, without regard to 
affiliation with any _ organization. 
Neither words “union” nor “open 
shop” were used. 
The “compromise” clause now reads: 
“Employers in this industry shall 
comply with the following require- 
ments of Section 7 (A) of Title I of 
the National Industry Recovery Act. 
“Employes shall have the right to 
organize and _ bargain’ collectively 
through representatives of their own 
choosing, and shall be free from the 
interference, restraint, or coercion of 
employers of labor, or their agents, in 
the designation of such representa- 
tives or in self-organization or in 
other concerted activities for the pur- 
pose of collective bargaining or other 
mutual aid or protection; (2) no em- 
ploye and no one seeking employment 
shall be required as a condition of em- 
ployment to join any company union 
or to refrain from joining, organizing, 
or assisting a labor organization of his 
own choosing; and (3) employers shall 


comply with the maximum hours of 
labor, minimum rates of pay and 
other conditions of employment ap- 


proved or prescribed by the President. 

“Without in any way attempting to 
qualify or modify, by interpretation, 
the foregoing requirements of the Na- 
tional Industrial Recovery Act, em- 
ployers in this industry may exercise 
their right to select, retain, or ad- 
vance employes on the basis of in- 
dividual merit, without regard to their 
membership or non-membership in 
any organization.” 


5 Majestic Distributors 
Receive Awards 


CHICAGO In recognition of refrig- 
erator sales records made this season, 


five Majestic distributors have re- 
ceived awards from John F. Ditzell, 
assistant vice president and general 


sales manager of Grigsby-Grunow Co 
here. 

First award, a silver loving cup, was 
given to Hamburg Bros. of Pittsburgh. 
Silver plaques were presented to the 
following distributors: Capital Elec- 
tric Co., Atlanta; Majestic New York, 
Inc., New York City; Radio Equip- 
ment Co., South Bend, Ind.; and Stern 
& Co., Hartford, Conn. 


SALESEDUCATION 
EMPHASIZED AT 
C-E CONFERENCE 


Distributors Get Details 
Of New Training 
Course at Camp 


By George F. Taubeneck 

CLEVELAND—", and to em- 
phasize that in the terrestrial firma- 
ment there is order, there is interde- 
pendence, and there is unity.” 

Issued in the ringing, sincere voice 
of T. K. Quinn, vice president of the 
General Electric Co., these words 
(quoted from Max Adler’s dedication 
of his Planetarium—the sight at A 
Century of Progress which most im- 
pressed Mr. Quinn) closed Camp Re- 
frigeration VII, the semi-annual three- 
day meeting of G-E refrigeration dis- 
tributors, last Thursday evening at 
Nela Park. 

That benediction also summarized 
the intent and purpose of the confer- 
ence—the correlation and harmonizing 
of all field selling activity on G-E 
specialty appliances. 

No New Products 

No new products were introduced 
nor was there much of the drama and 
fireworks which have enlivened so 
many previous G-E conventions. A 
new fall sales contest, the “Stock Ex- 
change,” was heralded, and it was an- 
nounced that the Toppers Club (lead- 
ing G-E appliance salesmen) would be 
given a trip to Bermuda in January. 

Rest of the meeting was devoted to 
serious, intensive study of effective 
merchandising methods for G-E re- 
frigerators, all-electric kitchens, clean- 
ers, and home laundry equipment. 

Because Cleveland officials wished to 
stress the importance of the new spe- 
cialty appliance sales education course 
which is now available to the G-E field 
organization, the conference was given 
the fancy label of “University of Re- 
frigerania,” 

Caps & Gowns, Red Neckties 

Tuesday morning the university was 
dedicated at Nela Park, after the dis- 
tributors, wearing traditional fresh- 
man caps and red neckties, had pa- 
raded from the Carter hotel to the 
park in schoolbuses. The “faculty” 
(Cleveland headquarters men) wore 
academic caps and gowns. 

Charles Francis Coe, noted fiction 
writer and advertising consultant to 
the General Electric Co., delivered the 
dedicatory address from a rostrum 
erected near the flagpole. 

Most important feature of the morn- 
ing’s program was the presentation, 
by M. F. Mahony, merchandising man- 
ager, of the new sales training course 
Prepared by the LaSalle Extension 
University, after detailed field study 
of actual G-E selling operations, this 
course is designed to put the sale of 
all G-E appliances on a scientific and 
coordinated basis. (The is de- 
scribed more fully on page 6 of this 
issue). 


course 


devoted 
of other 
3usey, 


Tuesday afternoon was 
largely to the consideration 
than kitchen appliances. J. L 
Page 2, 


(Continued on Column 1) 


BURRITT URGES DEALERS 
TO QUALIFY FOR EAGLE 


DETROIT A letter signed by H 
W. Burritt, Kelvinator Corp.’s vice 
president in charge of sales, has been 
sent to all Kelvinator distributors and 
dealers in the United States, urging 
them to conform with provisions of the 
NRA, and notifying them of Kelvina 
tor’s cooperation in the business recov 
ery movement. 

Portions of Mr 
how: 

“Believing that the government will 
want us to make full use of the NRA 
insignia at once, we will display it in 
all advertising over the corporation's 
signature and on our products 

“We see the insignia 
used advertising run 
over and as a promi 
nent part of your window and store 
displays. However, the right of this 
corporation to the insignia does 
not automatically give our distributors 
11, Column 3) 


Burritt’s letter fol 


also want to 
in newspaper 
your signature 


use 
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ELECTRIC REFRIGERATION NEWS, AUGUST 30, 1933 


Distributors Discuss Selling Methods 
At G-E Convention 


(Continued from Page 1, Column 5) 
head of the small appliance depart- 
ment at Bridgeport, Conn., was the 
first speaker. 

He was followed by Paul Hichborn, 
retail sales manager for the New York 
City distributor, Rex Cole. Mr. Hich- 
born told how all the various G-E ap- 
pliances may be sold by the same re- 
tail sales crew. 

Later in the day Judson C. Burns, 
Philadelphia distributor, presented an- 
other formula: the specialized opera- 
tion for each major appliance, using 
illustratively his home laundry equip- 
ment set-up. Other distributors who 
took up a prominent part in the dis- 
cussion were Syd Caswell of Detroit, 
and Dorcey Hines of Baltimore. 

A. L. Atkinson, J. M. Wicht, and R. 
E. Weldon of the Bridgeport office 
treated cleaners and home laundry 
equipment in their talks, as did D. C. 
Spooner. 


Selling Electric Cookery 


J. R. Poteat raised the curtain at 
the Wednesday morning meeting with 
a slide film on the electric range, and 
a discussion of electric cookery mer- 
chandising. He concluded: 

“Put a range in your kitchen, 
and the question of what you will do 
with the range business I leave to 
you.” 

A show of hands, called for by Chair- 
man Zimmerman, indicated that a 
heavy percentage of the distributors 
are range users. 

“Come clean on dishwashing” was 
the demand of Carl Snyder, manager 
of the electric dishwasher division of 
the specialty appliance department, 
(a G-E subsidiary). He too, advised 
that the executive personnel of every 


distributorship should install complete 


G-E kitchens in their homes, in order 
that they might catch the enthusiasm 
of a user for these products. Dish- 
washers, he said, are now at the intro- 
ductory pyramid-top selling period; it 
is the cream of the market which 
awaits skimming. 


Selectivity Most Important 


Selectivity, he declared, is the key- 
note of dishwasher selling. Suggested 
are a selective sales personnel, selec- 
tive communities and prospects, selec- 
tive promotion. The latter should in- 
clude special promotion on the all-elec- 
tric kitchen, special training for sales- 
men, ensemble financing, increased 
commissions, bonus plans, use of the 
banclock, (the 10-cents-a-meal idea is 
a “natural” for the dishwasher) and 
free installation. 

Among types of prospects Mr. Sny- 
der listed were refrigerator owners, 
utility executives, electrical industry 
heads, apartment house owners, fami- 
lies with annual incomes of $4,500 or 
more. 

W. M. Timmerman, sales engineer, 
aroused rounds of applause with his 
reading of comparative test data. He 
gave figures to show G-E all-round 
superiority, and to show how the Flat 
Top units had been improved over 
1932 models. 


Current Consumption 


Engineer Chester Lichtenberg, in 
discussing the Flat Top line, declared 
that it is “fundamentally correct in de- 
sign.” Average current consumption of 
a model HE-4, he stated, is from 80 
cents to a dollar per month. He also 
claimed unusual freezing speeds for 
ice and desserts. 


Distributors product committee, re- 


ported Chairman L. D. James of St. 
Louis, for the first time had no 
changes to suggest, and was satisfied 
with the product “as is.” 

Following an amusing skit on ser- 
vice, featuring a bughouse invention, 
the “Look-Back-O-Scope,” W. C. Noll 
of the product department asserted 
that the three essentials of a good ser- 
vice organization are: 

(1) Proper relations between sales 
and service departments—espec- 
ially commercial. 

(2) Properly trained men. 

(3) Proper contact between service 
departments of manufacturer 
and distributor. 

In Gctober, he said, commercial 
product schools will be conducted on 
the Pacific Coast; and at Fort Wayne 
four-day factory commercial schools 
will be held beginning Dec. 4, 11, 
and 18. 


Apartment Construction Slow 


George Kobick, manager of apart- 
ment house sales, called attention to 
renewed activity on the part of specu- 
lative builders of private homes—also 
to the continuation of the armistice 
on apartment house construction. 

Because of their contacts with spec- 
ulative builders, Mr. Kobick suggested 
that idle apartment house salesmen be 
turned loose on this new field. A lim- 
ited number of slum eradication and 
housing projects are contemplated for 
the coming year, he stated. 

For the first seven months of 1933, 
he averred, replacements of previous 
installations accounted for 22.2 per 
cent of the total G-E apartment house 
business. 

G-E refrigerators have replaced over 
$2,121,822 worth of apartment house 
refrigeration, he asserted. Salvage 
value of these machines was but $298,- 
678—-a depreciation of 86 per cent. Av- 
erage life of replaced jobs was 43.7 
months. 

“Today more than 500,000 refrigera- 
tors in apartments are over three 


Stalled on the line under 
full voltage for THREE 
MONTHS the Thermo- 
guard motor shown above 
was unharmed. This 
thermostat protected it. 
An ordinary motor would 
have been destroyed in 
a few seconds. 


HY should YOU pay the bill for motors that 
can’t stand the gafl—when THERMOGUARD 
motors, that can’t burn out, are available? 


Abnormal starting conditions ... no matter how 
. cannot affect Westinghouse Thermoguard 
motors, designed especially for refrigerator service. 
Built-in-Watchman Thermostat auto- 
matically stops the motor before its temperature 
reaches the danger point, and starts it again when 
conditions are safe, without manual resetting. 


severe .. 


The famous 


Here are other important features that assure 
trouble-free service: Silence—assured by a remarkable 
new resilient mounting that can’t deteriorate . . . 
. simplicity of design and a special 
oiling system that assure trouble-free operation. 


mum power cost. . 


When you sell a unit powered by a Thermoguard 
motor, you can rest assured that it will be free from 
trouble and expense caused by motor failure. 


It will pay you in saved service dollars to insist on 
Thermoguard motors for refrigerators you handle. 


SEND FOR 


INFORMATION 


Westinghouse Electric & Manufacturing Company 
Room 2-N—East Pittsburgh, Pa. 


Centlemen: Please send information on Thermoguard 


self-protecting motors. 
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Westinghouse 


Quality workmanship guarantees every Westinghouse product 


mini- 


years old,” he finished. ‘“‘There’s a mar- 
ket for you to shoot at in 1934!” 


Daily Talks on Advertising 


Walter Daily, manager of advertis- 
ing and sales promotion, opened the 
Tuesday afternoon session by calling 
attention to the work of the Electric 
Refrigeration Bureau, and to Electric 
Refrigeration Week, September 30-Oc- 
tober 7. 

Mr. Daily next launched into a 
lengthy and serious study, illustrated 
and iluminated with a series of big 
charts, of magazine advertising, and 
just how distributors and dealers can 
capitalize upon it. 

“We do not know who or where our 
prospects are,” he emphasized. “But 
magazine circulation maps can help 
us locate them.” 

In this connection he demonstrated 
the practical use of the Curtis Pub- 
lishing Co.’s little red “Sales Oppor- 
tunities” handbook. 

More than 2,000,000 persons saw the 
parades of the “42nd Street Special” 
movie stars, he reviewed, and more 
than half a million more saw the train 
at odd stops along the route. Some 
500,000 went through the G-E kitchen 
car attached to the train. 

Other measurable results of this gi- 
gantic publicity stunt included 30 
radio broadcasts (two of them ocean- 
to-ocean) and 12,500 column inches of 
editorial notices (valued conservative- 
ly at $100,000). 


G-E Cinema Popular 


“Just Around the Corner,” G-E 
kitchen movie starring Bette Davis, 
Warren William, Dick Powell, Joan 
Blondell, and other Warner Bros. 
players, has been shown in hundreds 
of theatres all over the land. 

An analysis of results of the show- 
ing in 50 theaters, chosen at random, 
revealed nearly half a million paid- 
admission theatre goers. Sales realized 
directly from this activity have num- 
bered 77 refrigerators, 7 ranges, 3 
dishwashers, and 20 other appliances. 

Sam Nides, sales promotion manager 
for distributor, R. Cooper Jr., of Chi- 
cago, gave a detailed explanation of 
his promotion program built around 
this film, at the behest of Mr. Daily. 


Nides Explains Chicago’s Plan 


In Sam Nides’ address before the 
convention, he explained how R. 
Cooper Jr., Inc., is using the movie, 
“Just Around the Corner,” not as an 
individual sales builder, but as the 
foundation of a series of complete 
sales promotion campaigns in the Chi- 
cago distributing area. 

The film is first booked for showing 
at a theater in which one of Cooper’s 
dealers is located. The dealer then 
sends to the distributor the names of 
100 good G-E appliance prospects liv- 
ing in the vicinity where the picture 
is to be shown. 

Then to each prospect is sent a 
series of direct-mail pieces, last of 
which is so timed that it reaches the 
prospects on the first day the picture 
is shown in the community. 

On the day following the picture’s 
last showing, a cooking school is 


| opened at the local dealer’s store. 


Prior to the school’s opening, a series 
of advertisements are run in local 
papers, featuring the cooking school, 
General Electric’s Step-by-Step plan 
(buy one appliance at a time), and the 
G-E kitchen coach. 

Supplementing the newspaper copy, 
handbills are distributed in the town, 
announcing the cookery classes and 
arrival of the kitchen coach, and ex- 
plaining the Step-by-Step plan. 


Coach Visits Prospects 


With the cooking school ended, the 
kitchen coach is sent to the home of 
every prospect who has received the 
direct-mail series, and demonstrations 


| of G-E appliances are made for each 


prospect. 
Accompanying the kitchen coach, or 


| scheduled for arrival in the town soon 


after the coach’s visit, are several of 
the distributor’s retail salesmen who 
are especially adept to closing sales. 
Work of these men in helping the 
local dealers secure orders makes the 
final step in the sales promotion pro- 
ject. 

In scheduling these campaigns for 
dealer cities, Mr. Nides uses a large 
planning board on which are spaces 
for dates of all parts of each cam- 
paign. A completely filled plan board 
consequently provides the skeleton for 
activities in a number of cities through- 
out the territory. 

Illustrating how the board is used, 


| Mr. Nides showed the G-E distribu- 


tors a schedule for the campaign con- 
ducted recently in Aurora, IIl. 

In space No. 1 was the name of the 
city. Then came the name of the 
dealer there, the Haried Home Ap- 
pliance Co., then the Paramount thea- 
ter, where the film was to be shown, 
and the name of the theater man- 
ager. 

Trailer dates were listed as Aug. 11, 
12, 13, and 14. Picture dates: Aug. 15, 
16, and 17. Kitchen demonstrations 
were set for Aug. 17 and 18. The coach 
was scheduled to be in Aurora on Aug. 
17, 18, and 19. Start of the direct mail 
campaign was to be Aug. 10, and the 
end of the campaign, Aug. 15. News- 
paper advertisements were scheduled 
for Aug. 14 and 15, and handbill day 


| was listed as Aug. 15. 


Nie a hcl 


In closing, Mr. Daily quoted results 
of a survey conducted during Janu- 
ary, February, and March of this year 
in 14 cities by a string of newspapers 
to determine public preference for 
electric refrigerators. 

Surprisingly, 46 per cent of those 
interviewed had no preference. Of the 
remainder, the percentage of prefer- 
nce was divided as follows: General 
Electric—33; Frigidaire—27.8; Kelvin- 
ator—10.9; Norge—4.5; Electrolux—4.5; 
Grunow—3.6; Leonard—3.3; Westing- 
house—3.0; Majestic—2.8; all others— 
5.6. 


Nolan On Home Service 


Miss Edwina Nolan told the story 
of home service and its growth in 
-distributorships. She especially cited 
James & Co. in St. Louis for its un- 
usually complete home service set- 
up. 
A film, “The Call at the Home,” was 
shown by Art Scaife as an example of 
how to make a sales presentation on 
the all-electric kitchen. He also talked 
about the new G-E kitchen sales alu- 
bum, and showed the redesigned “mon- 
itor bank,” which now has case-hard- 
ened works. 


DEPARTMENT STORES 


According to R. C. Cameron, man- 
ager of the department store division, 
G-E has done more than 12 times as 
much department store business dur- 
ing the first half of 1933 as it did dur- 
ing the first half of 1932. 

The “Plus Business from the Depart- 
ment Store” plan, which distributors 
were urged to follow in their opera- 
tions through department stores from 
now on, is actually a collection of sug- 
gestions formulated after a survey of 
successful G-E departments in stores 
tnroughout the country. 

Point No. 1 of the plan is that the 
General Electric section of a depart- 
ment store’s home furnishings or elec- 
tric appliance department should be 
clearly designated as such, and that 
it should be somewhat separated from 
other makes of appliances. 


Strategic Location 


Main display of G-E appliances 
should be in the department’s lane of 
heaviest traffic, and the display’s back- 
ground should be an all-electric kit- 
chen, with space in front of it for 
seating 50 to 75 people, it is stated. 

Small groups attending short meet- 
ings or cookery classes on the sales 
floor are more productive of sales tnan 
larger groups wnich might be accom- 
modated in a part of the store remote 
from the G-E department, the bro- 
chure continues. 

Important supplements to the main 
display are spot displays at strategic 
points threughout the store. In some 
instances, stores have found it profit- 
able to mave the G-E department to 
the main floor of the building. 

On the subject of arrangement in 
the department, the plan makes the 
following stipulations: 

Flat top and monitor top refrigera- 
tors should be placed in two separate 
groups so that a prospect’s attention 
will be focused without interruption 
upon the models in which she is most 
interested. 


Plenty of Light 


Two spotlights should be played on 
the all-electric kitchen—one from the 
front, the other from above. At least 
one refrigerator should be mounted on 
a dais having a line of footlights and 
flanked by the current window dis- 
play. 

As regards display, the distributors 
are advised that one model of every 
appliance should be connected to make 
demonstrations possible instantly. Spot 
displays should be attended at all 
times by a salesman who will conduct 
an interested prospect to the G-E de- 
partment for further demonstration. 

Window displays should be supple- 
mented by newspaper advertising ap- 
pearing at the same time, featuring 
the same model and price. Spot dis- 
plays should feature the same model 
and price, as should the main exhibit 
in the department. 

In selecting personnel for the de- 
partment store’s General Electric sec- 
tion, the distributor should assign to 
the sales floor the very best “closer” 
in the distributing organization, the 
brochure asserts. All salesmen placed 
in the department store should be 
given the store’s personnel depart- 
ment training. 

Department store salesmen should 
receive all bulletins, campaign infor- 
mation, etc. as soon as do salesmen in 
other brancnes of the distributor’s re- 
tail organization. 

It is recommended that distributors’ 
retail salesmen working in a depart- 
ment store be paid a commission of 
eight per cent, that supervisors be 
given a two per cent override on the 
f. o. b. price of each unit sold. 

When a salesman employed by the 
department store sells a General Elec- 
tric appliance, he should be compen- 
sated by the G-E distributor. And 
when a G-E salesman sells an ap- 
pliance of another make, the depart- 
ment store should pay the commis- 
sion. Outside selling men should be 
paid a 10 per cent commission. 

Says Mr. Cameron: “It is urged that 
the department store activity be placed 
directly under the supervision of the 


(Continued on Page 4, Column 1) 
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Here it is! Standard-bearer of a distinguished 
family of Frigidaires ... the new Standard Model 
that uses less current than one ordinary lamp bulb! 


July sales of the Frigidaire household line 
showed an increase of 158% over July, 1932. 

Never in the history of electric refrigera- 
tion has such tremendous popular acceptance 
been given a new line of refrigerators as that 
accorded the new Frigidaires. 

The new Standard Frigidaire that uses less 
current than one ordinary lamp bulb has 
literally taken the country by storm. Yet, 
Frigidaire’s sales increase has been general 
through the entire household line, including 
the new All-Porcelain Super Series . . . the 


finest Frigidaires ever built. Indications are 
that August sales figures will be equally im- 
pressive. 

There are two outstanding reasons for 
Frigidaire’s unprecedented success. 

First, Frigidaire’s unrivaled values. Never 
before in its 17 years of leadership has Frigid- 


. And the new Super Series Frigidaires! Six 
handsome models with a host of new con- 
veniences . . 


. the finest Frigidaires ever built! 
aire been able to offer so much quality and 
convenience for so litthe money. 

Second, Frigidaire’s intelligent and sweep- 
ing cooperation with its dealers. Smashing 
newspaper and magazine advertising; nation- 
wide radio; dramatic store demonstrations 
and displays; special sales plans, and extra- 
ordinarily effective literature. 

Frigidaire is justly proud of its record and 
present success...it shall endeavor to 
continue the policies that have made this 


success possible. 
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A GENERAL MOTORS VALUE 
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Cameron Outlines Plan for Increasing 
Department Store Sales 


(Continued from Page 2, Column 5) 
distributor’s retail sales manager, and 
that he be made personally responsi- 
ble for this activity. 

“Where a number of department 
stores in any one city justifies it, the 
retail sales manager should appoint... 
an assistant. .. who becomes the point 
of contact between the department 
stores and the distributorship.” 

It is suggested that G-E department 
store salesmen hold their morning 
meetings in the store, separate from 
other units of the distributor’s retail 
organization. Mr. Cameron stresses 
the importance of salesmen making 
follow-up calls at the homes of pros- 
pects, points out that 40 per cent of 
a department store’s appliance sales 
are closed outside of the store. 

At least semi-annually, a store-wide 
employes’ prospect-finding campaign 
should be sponsored, distributors were 
told. The banclock (coin meter de- 
vice) should be used quite extensively 
in trial selling. And the G-E kitchen 
coach should be used to stimulate the 
store’s appliance sales activities. 


G-E to Sponsor Traffic Builders 


In all department stores having a 
General Electric appliance section, the 
manufacturing company will sponsor 
occasional appearances of demonstra- 
tors from the House of Magic and pro- 
motional efforts designed to increase 
floor traffic and center attention on 
the G-E section. 

On advertising, Mr. Cameron says: 
“The plan contemplates that the de- 
partment store will prepare the copy 
of newspaper advertisements subject 
to the supervision of the distributor 
or his representative. 

“The General Electric Co. has, there- 
fore, prepared a special service for 
department store advertising man- 


agers which will be issued frequently, 
keeping it up to date. 

“Experience has taught us that a 
small ad embodied in the regular page 
ad of the department store has a 
definite pulling power, equal, if not 
greater than a larger ad placed else- 
where in the paper.” 

Mr. Cameron concluded by stating 
that the General Electric Co.’s aim 
for 1934 is: “A General Electric de- 
partment in the leading department 
store in each city having a population 
of 25,000 or more.” 


Utilities Deserve Some Thought 


Thursday morning’s eye-opener was 
“Kelly” Courtright, Fresno, Calif., 
distributor, who reported for the cen- 
tral station committee. 

Immediately following came Charles 
W. Appleton, vice president of the 
General Electric Co. in charge of pub- 
lic utility relations, who lauded Mr. 
Courtright as “one of the greatest 
central station merchandisers in the 
country.” 

H. H. Bosworth, central station 
manager for the refrigeration division, 
declared that distributors should do 
considerable thinking about the ser- 
vice they should give central station 
accounts. The distributor is expected 
by central stations to function as: 

(1) Specialty appliance sales or- 
ganization, with facilties for training 
utility salesmen. 

(2) Service department, with facili- 
ties for training utility service men. 

(3) Sales promotion agency. 

G-E dealer business up to Aug. 1, 
1933, is 140 per cent of dealer business 
for the same period of 1932, announced 
Al Uhalt, manager of the dealer di- 
vision. 

After analyzing and classifying G-E 


dealer outlets, Mr. Uhalt made an im- 


passioned plea for more general use 
of the Aerocar sales coach. 

Jean deJen, contest manager, pre- 
sented details of the fall “Stock Ex- 
change” sales contest in the form of a 
skit. 


Production Plight 


A. M. Sweeney of the manufacturing 
department expressed the unprece- 
dented difficulties of his department in 
trying to keep pace with orders in the 
most amusing dramatic sketch of the 
meeting, and by use of graphs show- 
ing orders and stocks by months for 
the last three years. 

By July, 1933, General Electric was 
doing 17 per cent of the industry’s 
commercial refrigeration business, de- 
clared Walter Landmesser, commercial 
manager. 

This he attributed to the fact that 
for the first time a complete G-E com- 
mercial line (with compressors rang- 
ing up to 15 hp.) is now available. 

Larry Hawkins of the General Elec- 
tric research laboratories at Schenec- 
tady outlined some of the current ac- 
tivities of the “House of Magic,” after 
which M. F. Mahony presented a few 
hundred feet of talking picture, “Let’s 
Go,” starring Ted Quinn, Paul Zim- 
merman, and “Socker” Coe. 

Adjourning to an outdoors spot, 
Manager Zimmerman introduced Chris 
Steenstrup, designer of the Monitor 
Top; Glen Wasson, who has resigned 
from Cleveland headquarters to join 
“Cap” Griswold’s distributorship in 
Dallas, Tex.; Joe Donovan, manager of 
the G-E air-conditioning department; 
and Mr. Quinn (see page 10 for re- 
marks on Mr. Quinn’s speech). 


WHOLESALERS’ PLAN 


“Wholesale selling has definitely 
changed during the past year to a 
point where it becomes more neces- 
sary than ever for the distributor to 
amplify his dealer policy of selling 
refrigerators—through dealers, and 
not, to dealers,” states the introduc- 
tion to the new dealer sales plan of 


ZEROZONE 


OFFICIAL ELECTRIC REFRIGERATOR 
AT CHICAGO’S CENTURY of PROGRESS 


Millions of people visiting the 


World's Fair from all corners of 
the earth have Zerozone to 
thank for a cool, refreshing 


drink of water 


Public Exhibit 


In all 


World’s Fair management, Zerozone is the 
official commercial unit for cooling tens of 
thousands of gallons of drinking water every 
day. These Zerozone units are in the Hall 
& Transport 
Electrical Bldg. 

General Exhibits Bldg. 


of Science—Travel 
Hall of States 
tural Bldg. 
Planning Bldg. 
19 years of 
years of electric 


precision manufacturing —11 
refrigeration 
Zerozones in American homes. These were Were tnd Ale-Cocled Comprenen, 27 
facts that guided the choice of Zerozone as 


Buildings under 


Bldg. 
Agricul- 
Home 


250,000 


1.M.E to 2000 


pounds 
Standards 


pounds, A.S.R.E, 


the electric unit that would give depend- 


able, economical service 
visiting the Exposition. 


Outstanding value is packed into Zerozone’s 
new line. The dependability of the com- 
mercial unit is found in the household unit, 
and the right prices are pulling sales. Here 
is an opportunity to profit! 


to the millions 


territories. 


ZEROZONE, Ine., 


939-1011 E. 95th St., Chicago, Ill. 


ROZONE 


Lifetime dectric refrigeration 
iA ai al 


DISTRIBUTORS 
DEALERS 


Valuable franchises are open in a few selected 
Write or wire for full details 


tee We wa ps Fe lye 


the refrigeration department of the 
General Electric Co. The plan book, 
which sets forth some definite princi- 
ples to govern wholesale dealer opera- 
tions, was given to every distributor 
at Camp Refrigeration VII. 

Opportunity for dealer business, ac- 
cording to this book, is found in close 
attention to the following principles: 
1) coverage; 2) trained sales special- 
ists; 3) trained dealers; 4) intense su- 
pervision. 


Get a Map and Use It 


The first step to be taken by a dis- 
tributor in executing a coverage pro- 
gram is to purchase a large map. Col- 
ored pins should indicate the various 
dealer outlets. The next logical step 
is to list all places for volume oppor- 
tunity without regard to county lines. 

Volume opportunity is measured by 
population, number of domestic and 
commercial meters, employment, liter- 
acy, foreign and negro population, 
wealth, etc. 

With this list of all population cen- 
ters and their relation to volume op- 
portunity, the distributor should then 
set up a definite quota for the balance 
of the year. 


Personal Attention 


The improvement of coverage by ap- 
pointing new dealers and cancelling 
old dealers should be done by the dis- 
tributor personally and not by a sales 
specialist or other salaried represen- 
tative, the G-E plan book advises. An 
unfit dealer tactlessly cancelled, it is 
pointed out, can do more harm in 
many cases than a new dealer can do 
good in the same town. 

Where the duties and responsibilities 
of the distributor are too great for 
him to develop his own dealer pro- 
gram, it will be necessary for him to 
select, hire, train and supervise a sales 
specialist to do this job. 

Dealers should see someone from 
the distributor organization at least 
twice a month, whether it be the dis- 
tributor himself, any of the depart- 
ment managers, or a sales specialist. 
In any case the party calling upon 
the dealer should have sufficient knowl- 
edge of the business and of trade 
practices to answer any questions put 
by the dealer relative with problems 
of management, policy, selling, credit 
and finance, product, sales promotion 
and advertising, etc. 


From Within the Ranks 


The G-E dealer sales plan book 
recommends that such sales specialists 
always be drawn from the ranks of 
retail salesmen in the distributor or- 
ganization, first, because such retail 
salesmen have gone through the neces- 
sary training, and second, to hire an 
“outside” man would demoralize the 
ambitions of many retail salesmen who 
aspire to the job. 

Sales specialists, the G-E planners 
declare, should have special training 
in retail selling, financing sales, sales 
promotion and advertising, fairs and 
exhibits, dealer-utility cooperative mer- 
chandising, home economics, product 
and management. 

The sajes specialist should be made 
familiar with all the information neces- 
sary to explain and promote the G-E 
dealer franchise, the booklet points 
out. 

The question of whether or not 
dealers are responsive to training has 
long bothered heads of specialty sell- 
ing departments as well as distribu- 
tors. The dealer sales plan declares 
that dealers having a yearly quota 
above 20 units are generally very re- 
sponsive to training. 

The sales specialist, it is pointed out, 
should insist that dealers, upon being 
appointed, enroll in the G-E corres- 
pondence school. The sales specialist 
can demonstrate that such courses 
will not only benefit the dealer in his 
activity on electric refrigeration, but 
that they will make him a better all- 
around merchandiser. 

Field schools should be provided for 
training dealer principals in groups in 
order to give them an opportunity to 
raise questions which are both current 
and pertinent to their own problems. 


Ideal Attendance 


It is recommended that a group of 
at least four, and not more than 20, 
dealers should be able to meet at a 
central point before a field school is 
warranted. When the attendance at 
the school is more than 20 there is 
not sufficient time for discussion and 
questions 

The school proper is opened by the 
wholesale manager, who _ discusses, 
“Our Position to Date.” 


Charts Are Good 


Various charts may be used to il- 
lustrate his talk. A graph indicating 
by months the dealer business for the 
current year will emphasize the part 
which campaigns or contests play. An- 
other chart in which dealers are 
grouped as to size and opportunity 
will bring up some interesting points 
as to why dealers in one class do a 
better business (from the standpoint 
of quota-making) than dealers in an- 
other class. 

Still another chart can be made to 
show how sales for communities of 
equal size differ, and the reasons for 
this difference. 

The wholesale sales manager will 
then introduce the “local Fall sales 


plan” or whatever special campaign 
the company is about to launch. Vari- 
ous questions should be brought up 
such as setting of quotas for dealers, 
financing of stock on the floor plan, 
special offers for using the “approval 
method of selling,” special assistance 
in the way of the Aerocar sales 
coach, etc. 

The sales specialist then closes the 
morning part of the meeting by talk- 
ing on “Applying the Plan,” whereby 
he outlines the program for the special 
campaign announced by the previous 
speaker. 


Afternoon Program 


The afternoon part of the confer- 
ence, says the G-E dealer sales plan, 
should be given over to the two im- 
portant subjects of “Organizing for 
Profits” and “Management.” 

It is the duty of the sales promotion 
manager to point out the importance 
of organizing for the campaign. It 
is recommended that he use charts 
or a blackboard to emphasize the fol- 
lowing: 1) mailing lists; 2) using the 
user; 3) advertising; 4) fairs and ex- 
hibits. 

The subject of management is con- 
sidered of such importance that the 
G-E dealer sales planners advocate 
that the distributor himself handle it. 
Two charts are recommended for use 
in conjunction with the discussion of 
this subject. 

Chart one consists of a large six- 
point star, labeled in the center ‘Profit- 
able Merchandising.” Each of the six 
points are named as follows: 1) pur- 
chase; 2) display; 3) advertising and 
sales promotion; 4) selling; 5) financ- 
ing sales; 6) product. 


Proper Manipulation Essential 


This chart, says the dealer sales 
plan book, will help materially in mak- 
ing clear the fact that it is the manip- 
ulation of these six functions in mer- 
chandising which make for profit or 
loss. 

With reference to point one, the dis- 
tributor should make it clear that to 
over-purchase is to tie up money and 
accompanying this mistake is a loss 
to the dealer. 

To allot too much display space in 
selling refrigerators carries with it a 
parallel amount of rent and other 
overhead. Therefore, serious thought 
must be given to this function in the 
merchandising star. 

The function of selling must be re- 
membered as not simply one of having 
an order signed, but it involves the ex- 
pense of hiring, training, equipping, 
and supervising salesmen. Each of 
these steps in the selling function must 
be reckoned with to determine a profit 
in this function. 


Value of Educational Work 


Relative to the product function, it 
is the duty of the distributor to dem- 
onstrate to the dealer that much de- 
pends upon the amount of education 
the new customer receives in the use 
of it. If this educational work is not 
done upon the delivery of the product, 
call-backs will be necessary and this 
again will cost money. 

Chart No. 2 to be used in conjunc- 
tion with the discussion of “Manage- 
ment” is the base discount schedule 
chart. By exhibiting the base discount 
schedule in chart form, together with 
the merchandising star chart, the re- 
lation of the two charts means the 
basis of a clear lecture on the funda- 
mentals of managing a dealership. 


Supervisor’s Aids 


The G-E sales specialist is given two 
important forms to aid him in super- 
vising dealer operations. 

One of these forms is the “analyzer,” 
which is a daily report by which the 
sales specialist relays the facts of the 
dealer’s progress to the main Office. 
The facts recorded on the “analyzer” 
form are so arranged to fit in directly 
with the guiding instrument in super- 
vising the dealer operation which is 
the “organizer.” 

As dealer facts are posted punctu- 
ally in the “organizer” there will 
always be found an up-to-date picture 
of the entire dealer operation. 

With such information the distribu- 
tor can at any time carefully digest 
the contents of the “organizer” and 
form immediate conclusions for his 
next step in supervising his dealer 
operations. 

NEW SALES CONTEST 

In an effort to boom sales during an 
extended fall season, the General] Elec- 
tric Stock Market Campaign contest 
will be of unusually long duration. 

Trading on the G-E stock market 
will open Monday morning, Sept. 18, 
and close Dec. 23, with actual sales 
and deliveries made during the cam- 
paign functioning as the trading op- 
erations on the listed securities— 
which are bonus certificates cashable 
after the contest is over. 

The 10 leading distributors each 
week will be elected to the Stock Ex- 
change Board of Governors, with the 
high-ranking distributor assuming the 
position of chairman of the board. 
Sales managers of distributors will 
cempete for junior partnerships, while 
leading supervisors and branch man- 
agers for each distributing organiza- 
tion will be named floor traders. 

(Concluded on Page 6, Column 1) 
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2 APPLIES A PULMOTOR TO A SALE 
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BILL, WHEN YOU GET YOUR NEW 
REFRIGERATOR, BE SURE ITS GOT 
RUBBER ICE TRAYS. GREATEST Ti 


TROUBLE SAVERS EVER INVENTED — YOU 
GET ICE CUBES AT THE REFRIGERATOR \ 
INSTEAD OF OUT OF THE KITCHEN SINK. 


FLEXIBLE 
ME AND 


LATER THERES THE WHOLE STORY, 


MR. JONES. UNQUESTIONABLY THE BEST 
BUY ON THE MARKET. . 


WHY MY DEAR MR. JONES! THATS A | 
MERE DETAIL! 


MAYBE SO, BUT WHERE ARE 
THE FLEXIBLE RUBBER 
ICE TRAYS. 


\4 


QO 


HAVE IT YOUR OWN WAY BUT } 

WOULDN'T BUY A REFRIGERATOR 
wiTHOuT ‘EM. I'VE BEEN TIPPED OFF 
BY TOO MANY PEOPLE. Goop BYE. 


a 


QUICK. HELLO... FACTORY? SAY, 


SOMETHINGS GOTTA BE DONE ABOUT THIS 


BE SURE ALL BOXES YOU SEND ME FROM 
NOW ON ARE EQUIPPED WITH FLEXIBLE 


LISTEN. 


GOOD MORNING, MR. JONES. 
THIS 1S JOE CARSON, SAY, 1! CAN GIVE YOU 
FLEXIBLE RUBBER TRAYS IN THAT 
REFRIGERATOR YOU WERE LOOKING AT 


WELL! THATS MORE 
LIKE IT! YOU CAN 
SEND THIS JOB OUT 


TODAY, 


VERY GOOD, MR. 
JONES. TELL YOUR 
FRIENDS FROM 
NOW ON ALL OUR 


RUBBER TRAYS. EVERYBODY'S HOLLERING YESTERDAY. BE IN THIS AFTERNOON? a 
FOR —EM THESE DAYS...OKAY, BE SURE . FINE! G’BYE. ~~ 
~ ees G’ BYE. 
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ICE CUBES 
POP 


RIGHT OUT 


QDQlhbe ray 


The Quickube Tray is made exclusively for 
Frigidaire. It releases ice cubes instantly— 
one at a time ora whole trayful—with just 
a slight pressure at the bottom of the tray. 


REFRIGERATORS 
WILL BE EQUIPPED 
WITH FLEXIBLE RUBBER 


tt 
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Flexible Rubber Trays and Grids as 


The Duflex Tray, made only for General Elec- 
tric, combines flexibility with rigidity by means 


of stainless steel reinforcing bars. Cubes are 
instantly removed at a finger touch. 


»- 
4 Pe pe ue 4. a, ge Tr eS 


The demand for Flexible Rubber 
Trays and Grids has grown to such 
an amazing extent that more than 
2,000,000 have been sold during the 
past 3 years. Today they’re used as 
standard equipment by all leading 
refrigerator manufacturers. 

The refrigerator you sell may be 
up-to-the-minute in every other re- 
spect, but if it doesn’t offer the ice 
cube convenience of Flexible Rubber 
Trays or Grids you can’t call it really 
modern. That means it’s harder to 


Trays - Flexo Grids 


ICE CUBES THE 


a fay 


The Flexo Tray shown here is a flexible rubber 
tray, used as standard equipment by Kelvi- 
nator, Leonard, Sparks-Withington, May- 
flower, Williams, Apex, and many others. 


> Original Equipment Speed up Sales 


YOU CAN’T CALL A REFRIGERATOR “MODERN” UNLESS IT’S SO EQUIPPED 


sell. This is a fact, not fiction. 

So insist that Flexible Rubber 
Trays and Grids be included as stand- 
ard equipment in all the refrigerators 
you sell. You can get full details of 
their money-making possibilities 
from the manufacturer of your re- 
frigerator—or by writing direct to us. 

Stock Flexible Rubber Trays and 
Grids now. Start collecting the extra 
profits they are bringing to many 
other smart operators. The Inland 
Manufacturing Co., Dayton, Ohio. 


— As gil 


This newest Inland invention combines fast 
Flexo 
&érids are now standard equipment on Frigid- 


freezing with easy removal of ice cubes. 


aire, General Electric and Westinghouse. 
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ELECTRIC REFRIGERATION NEWS, AUGUST 30, 1933 


G-E Selling Forces Will ‘Play Stock 
Market’ in Fall Sales Contest 


(Concluded from Page 4, Column 5) 

“Resident partner” is the title to be 
applied each week to winning utility 
merchandise managers and dealers in 
distributor organizations. 


Bulls and Bears 


Salesmen ahead of quota are to be 
bulls, salesmen behind quota will be 
bears; the high-ranking and low-rank- 
ing men to be Chief Bull and Chief 
Bear, respectively. 

Bonus certificates (different colored 
certificates being used for each ap- 
pliance) are to be issued salesmen for 
sales of domestic and commercial re- 
frigerators, ranges, dishwashers, vacu- 
um cleaners, and laundry equipment. 
These cash-award certificates will be 
figured on net selling prices of appli- 
ances. 

Certificates are to be issued on a 
basis of one for every hundred dol- 
lars worth of appliance sales. For in- 
stance, a salesman turning in a range 
sale amounting to $230 would be is- 
sued a bonus certificate for 2.30 shares 
of range stock. 

Par value of stock certificates is $2 
based on 100 per cent of quota realiza- 
tion. Thus, if a distributor realizes 50 
per cent of quota on laundry equip- 
ment sales at the end of the second 
week, his stock at that time will be 
listed at $1 par value. 

At the end of the campaign, cer- 
tificates will be redeemable in cash 
according to the per cent of quota 
achieved by the distributor issuing 
them. 

The distributor organization will be 
kept informed by the Cleveland office 
each week of the quotation on its 
stock, which is based on its quota 
achievement to date. 

Half the cash value of the certifi- 
cates will be paid upon the conclusion 
of the campaign, and half in February 
—thus helping to insure an intact 
sales organization for dealers in the 
spring. 

Substance of the bonus certificate 
reads as follows: 

“THIS CERTIFIES THAT John 
Doe is the owner of this certificate 
representing 00 shares of the bonus to 
be set aside by the undersigned dis- 
tributor in which the owner hereof 
may participate. 

“This certificate is non-transferable, 
and except as herein otherwise pro- 
vided, will be redeemed by said dis- 
tributor at its current value as de- 
termined by said distritbutor under the 


rules of the Stock Market Campaign 
at the close of such campaign on De- 
cember 23, 1933, upon return of this 
certificate properly cancelled, subject 
to the following conditions: 

“1. That the holder of this Certificate 
qualified for the Toppers’ Club. 

“2. That should the holder of this 
Certificate fail to qualify for the Top- 
pers’ Club, distributor reserves the 
right to pay such holder hereof the 
value of this Certificate in two instal- 
ments of equal amount as follows: 

“a. The first instalment to be paid 
at the close of the Stock Market Cam- 
paign. 

“b. The second instalment to be 
paid on February 1, 1934. 

“3. No obligation will be created by 
this Certificate unless the holder here- 
of is in the employ of a General Elec- 
tric distributor or dealer on the date 
or dates payments are to be made as 
herein provided.” 

Signature of the distributor is affixed 
at the bottom. 

Offered as a second inducement, in 
addition to the cash prizes, is the an- 
nual cruise to Bermuda given mem- 
bers of the Toppers’ Club by General 
Electric Co. 

Summary reports from distributors 
are to be sent at the end of each week 
to the specialty appliance department 
at Cleveland, on special forms provided 
for the purpose. Monday morning is 
the deadline for receipt of these re- 
ports, on which are based the dis- 
tributors’ standings and stock quota- 
tions. 


Stipulations on Reports 


“When a weekly summary report is 
received too late for publication,” 
states the prospectus announcing the 
campaign to distributors, dealers, and 
utilities, “quotations for the previous 
week will apply, and the sales covered 


by the delinquent report will not be | 


used thereafter to appreciate the value 
of the distributor’s Bonus Certificates.” 

A sales meeting to include every 
member of the distributor or dealer 
selling organization is suggested as the 
best means of introducing the cam- 
paign. 

Weekly meetings throughout the 
campaign will be used to maintain in- 
terest. The prospectus points out that 
a meeting room decorated with cam- 
paign posters, stock quotation boards, 
etc., will do much to arouse enthus- 
iasm and renew effort. 

A comprehensive array of promotion 


Important 


material is offered the selling organi- 
zations. Most important is the stock 
quotation board, a blackboard im- 
printed in white with a form to be 
filled out each week by the distribu- 
tor. Space is provided for the sales- 
man’s name, his campaign quota, 
sales to date, number of shares of each 
stock which has been issued to him, 
and the par value of the stock. 


Quotation Board 


This quotation board is to kept in 
the salesmen’s meeting room, along 
with a bull-and-bear chart. Made up 
in pad form with illustrations of the 
two animals, the latter record is to be 
changed each week, with bulls (or 
salesmen ahead of quota) listed on the 
“Selling Long” side, and bears (sales- 
men behind quota) on the “Selling 
Short” side. 

Salesmen’s Record Books, in which 
each salesman can jot down his own 
sales as made, are also available. 

Posters, envelope stuffers, booklets 
and circulars describing the Bermuda 
trip can be obtained from the Cleve- 
land office, as well as a “Don’t Specu- 
late—Invest in General Electric Ap- 
pliances” poster for store display. 

It is also suggested that each dis- 
tributor, dealer, and utility order NRA 
stamps for use on correspondence and 
in connection with the contest. 


SALES TRAINING COURSE 


Not only salesmen, but dealers and 
distributors, are being urged to take 
the new “General Electric Kitchen 
Appliance Salesmanship” training 
course prepared by the specialty ap- 
pliance sales department in conjunc- 
tion with Chicago’s LaSalle Extension 
University. 

The course, which covers every step 
in appliance salesmanship, is made up 
of eight assignments. It is recom- 
mended that two weeks of study be 
given to each assignment book. Total 
cost to every man taking the course 
is $8. 

As each person’s enrollment for the 
course is received, the first training 
book is sent to him. Succeeding as- 
signments are sent at intervals of two 
weeks. Accompanying each book is a 
test sheet which the salesman-student 
is asked to fill out and return to La- 
Salle Extension University. 

Each test paper is corrected and 
graded, then returned with such cor- 
rections and suggestions as may be 
necessary to clarify the man’s under- 
standing of the sales lesson just com- 
pleted. When the entire course is 
finished, the university will award the 
G-E man a certificate of completion. 

Assignment 1 covers why the buyer 
buys, the buyer’s part in the sale, the 


Announcement 


by 


QPELAND 


Copeland is happy to announce a complete 
re-organization of the Company, with new 
additional Capital, ample for resumption of 


normal business activities. 


Full details will 


be in the hands of all distributors at the 
earliest possible moment. 


The new organization is planning an aggres- 
sive campaign for business and is hopeful of 
continuing the support of all the present dis- 
tributor organizations. 


Watch for further announcements. 


five buying motives, application of 
these motives to the sale of appliances, 
the five buying decisions, finding the 
missing decisions, the selling process, 
an explanation of what the prospect 
buys, advantages and how to present 
them, and the advantage-proof-action 
selling process. 

Assignment 2 covers approach meth- 
ods for gaining entrance to the pros- 
pect’s home, the principles of a suc- 
cessful approach, examples of effective 
approaches, approaching’ different 
types of prospects, meeting common 
doorway objections, the living room 
presentation, story of the G-E Insti- 
tute, facts about the average kitchen, 
economy of effort. 

It also discusses the Kitchen Insti- 
tute plans, getting into the prospect’s 
kitchen, the appliance sale in the kit- 
chen, follow-ups on the first call, ap- 
proaches on return calls, presenting 
the idea to the husband, and gaining 
the buying decision on the source—the 
General Electric Co., the dealer, and 
the salesman. 

In assignment No. 3 is information 
on selling the need for electric refrig- 
eration, appeals to the buying motives, 
disadvantages of an ice box, effective 
use of G-E sales materials in selling 
the need, selling the refrigerator to 
fit the need, organized presentation of 
G-E values, proper grouping of sales 
points, securing commitments, gaining 
the refrigerator buying decision. 


Closing Refrigerator Sales 

Assignment 4 concerns closing the 
refrigerator sale and handling objec- 
tions, and gives special attention to: 
gaining the price decision, technique 
of handling price at all stages of a 
sale, handling price objections, pre- 
senting the terms, special “buy now” 
appeals, handling sales resistance, 
checking buying decisions, and closing 
the sale. 

Fifth assignment deals with range 
salesmanship, and discusses selling the 
need for electric cookery, advantages 
of it, how electric cookery appeals to 
the buying motives, sales talks for 
each motive, presentation of range 
values, selling points on each advan- 
tage, demonstrations of advantages, 
gaining of commitments, the buying 
decision. 

Assignment 6 covers ways of gain- 
ing the price buying decision on 
ranges, selling values in terms of ad- 
vantages, how to quote price and sell 
terms, handling price objections, sell- 
ing the husband on the price, getting 
the buying decision, meeting objec- 
tions, closing technique, aiding various 
types of buyers to buy, the after-sale. 


Dishwasher Selling 

No. 7 covers dishwasher selling, and 
gives attention to selling the need, 
sales appeals, adapting appeals to 
buying motives, organized presenta- 
tion of the unit, demonstrations, price, 
gaining decisions on price and model 
and time to buy, use of sales aids, 
closing technique, the after-sale. 

Last assignment book, the eighth, 
concerns getting more and better pros- 
pects, territory analysis, territory or- 
ganization, getting owner cooperation, 
planning work, responsibilities of the 
salesman. 

CONVENTION DELEGATES 

D. V. Aberg, Cleveland; Clark Adams, 
Atlantic City, N. J.; Albert Ahrens, Okla- 
homa City; M. Anklim, Cleveland; T. B. 
Allen, Philadelphia; W. D. Alexander, 
Atlanta; C. W. Appleton, New York City; 
A. L. Atkinson, Bridgeport, Conn. 

R. W. Ayres, Schenectady, N. Y.; F. H. 
Babcock, New York City; Ray Baker, 
Cleveland; M. T. Bard, Cleveland. 

R. T. Bard, Columbus, Ohio; Turner 
Barger, Columbus, Ohio; C. C. Barnes, 
Bridgeport, Conn; C. J. Bassler, Chicago. 

G. T. Bauder, San Diego, Calif.; George 


Belsey, Los Angeles: L. H. Bennett, San 
Francisco; J. E. Blomquist, Salt Lake 
City, Utah; H. G. Bogart, Toledo; Fred 
Bollmeyer, Cleveland; C. A. Borchert, Ft. 
Wayne, Ind.; H. H. Bosworth, Cleveland 

D. E. Breckenridge, Springfield, Mass.; 
St. J. Brenon, Chicago; H. F. Briggeman, 
Ft. Wayne, Ind.; C. O. Brown, Nashville, 
Tenn.; H. D. Brown, Toronto, Can.; M. 
E. Brown, Louisville; R. E Brown, 


Columbia; R. J. Brown, Bridgeport, Conn. 
J. L. Buchanan, Bridgeport, Conn.; T. 


N. Buerkle, Cleveland; J. C. Burns, Phil- 
adelphia; Paul Burns, Philadelphia; W 
L. Burton, St. Louis, Mo.; J. L. Busey, 
Bridgeport, Conn.; E. D. Bogan, Cleve- 
land; William Bethke, Chicago; C. J. 
Ballus, Cleveland. 

R. C. Cameron, Cleveland; E. H. Camp- 
bell, New York City; W. W. Campbell, 
Cleveland; H. C. Caspers, New York City; 
John Castle, Toledo; S. C. Caswell, De- 
troit; F. Chandler, Cleveland; D. D. 


Chapleau, New York City. 

G. J. Chapman, Cleveland; G. W. Clark, 
Omaha; E. G. Cloud, Chicago; Charles 
Francis Coe, New York City; Rex Cole, 
New York City; J. J. Cone, Cleveland; 
John Connery, Philadelphia; E. P. Cook, 
Providence, R. I. 

R. Cooper, Jr., Chicago; F. M. Corliss, 
Cleveland; W. H. Crawford, Cleveland; R. 
S. Crocker, New York City; F. W. Cuffe, 
Cleveland; H. H. Courtright, Fresno, Calif. 

W. J. Daily, K. R. Davis, D. J. Davy, 
C. Dean, J. DeJen, J. T. Dickson, and D. 
P. Dinwoodie, all of Cleveland. 

W. L. Dodd, Bridgeport, Conn.; J. J. 
Donovan, New York City; P. H.. Dow, 
Cleveland; L. W. Driscoll, Charlotte, N. 
C.; A. S. Dunning, St. Paul. 

E. B. Edmundson, Houston, Tex.; Sidney 
Egan, New York City; C. J. Enderle, 
Cleveland; Henry Ervin, Omaha; Joseph 
Eckel, Schenectady, N. Y.; Mr. Ecclestone, 
Buffalo. 

E. M. Farmer, Syracuse, N. Y.; R. H. 
Ferguson, Chicago; A. J. Finck, Omaha; 
Paul Foley, Cleveland; Walter Foss, Bos- 
ton; A. E. Freshman, Memphis, Tenn 

John Gaines, Cleveland; H. W. Gifford, 


Chicago; F. I. Glass, Cleveland; E. M. 
Graham, Washington, D. C.; W. E. Gra- 
ham, Butte, Mont.; S. C. Griswold, Dallas, 
Tex.; M. D. Grow, Cleveland. 

C. O. Hamlin, Cleveland; W. J. Hanley, 
Cleveland; P. H. Harrison, Newark; F. T. 
Harvey, Cleveland; E. W. Hart, Cleveland; 
W. E. Hart, Cleveland; L. A. Hawkins, 
Schenectady, N. Y.; J. S. Hawley, Cleve- 
land; A. F. Head, Indianapolis; Walter 
Hess, Indianapolis. 

Paul Hichborn, New York City; D. F. 
Hines, Baltimore; C. H. Hinrichs, Cleve- 
land; W. H. Hogan, Wheeling, W. Va.; 
Max Holz, Ft. Wayne, Ind.; R. L. Hughes, 
St. Louis, Mo.; H. T. Hulett, Cleveland. 

L. D. James, St. Louis, Mo.; F. J. 
Jeffries, Toledo; L. H. Jenks, Jr., New 
York City; H. E. Johnson, Cleveland; 
Duane Jones, New York City. 

W. H. Kaiser, Boston; T. F. Kelley, 
Davenport, Iowa; R. A. King, Erie, Pa.; 
John Klenke, Cleveland; G. D. Kobick, 
Cleveland; L. C. Kohlman, Chicago; F. L. 
Knight, Erie, Pa.; D. G. Keller, Kansas 
City, Mo. 

W. E. Landmesser, 
Leider, Cleveland; Chester Lichtenberg, 
Ft. Wayne, Ind.;A. Lindenmeyer, Cleve- 
land; Mr. Linzey, Schenectady, N. Y.; H. 
D. Locke, Cleveland; E. L. Locker, Ft. 


Cleveland; A. E. 


Wayne, Ind. 

H. R. MacDonald, Cleveland; C. L. Mc- 
Crea, Washington, D. C.; W. H. Mc- 
Gonghran, Newark; F. L. Maggini, 


Schenectady, N. Y.; M. F. Mahony, Cleve- 
land; E. L. Manning, Schenectady, N. Y.; 
H. J. Massimi, New York City; H. W. 
Matthews, Birmingham, Ala. 

Lou Maxon, Detroit; H. C. Mealey, 
Cleveland; M. B. Mendenhall, Davenport, 
Iowa; A. W. Merriam, Schenectady, N. Y.; 


W. L. Merrill, Schenectady, N. Y.; O. J. 
Mettler, Ft. Wayne, Ind. 
L. H. Miller, Louisville; O. D. Miller, 


Seattle; A. T. Millott, Cleveland; R. S. 
Montgomery, Richmond, Va.; G. F. Mosher, 
New York City; Mr. Morganstern, Buffalo. 

J. E. Neily, Waterbury, Conn.; D. F. 
Newman, Schenectady, N. Y.; Sam Nides, 
Chicago; E. Nolan, Cleveland; W. C. Noll, 
Cleveland; E. H. Norling, Cleveland. 

Mr. Opal, New York City; N. K. Ovalle, 
Harrisburg, Pa.; D. A. O'Bannon, Little 
Rock, Ark. 

Mr. Page, Schenectady, N. Y.; E. C. 
Pangborn, New York City; E. W. Parish, 
Chicago; George Patterson, St. Peters- 
burg, Fla.; H. A. Pendergraph, Nashville, 
Tenn.; M. E. Pippin, New York City; J. 
R. Poteat, Cleveland; C. E. Pask, Cleve- 
land. 

T. K. Quinn, New York City; James 
Rafferty, Philadelphia; Fred Ramsdell, 
Chicago; C. M. Randel, Philadelphia; R. 
E. Remley, Cleveland. 

E. L. Rich, Schenectady, N. Y.; R. R. 
Rimbach, Cleveland; B. C. Ritter, Denver: 
C. G. Rood, Chicago; N. B. Ronning, Cleve- 
land; G. J. Ruck, San Francisco. 

A. L. Scaife, Cleveland; H. J. Scaife, 
Cleveland; E. H. Schaefer, Milwaukee: 
Fred Schendorf, Chicago; Herbert Selby, 
Detroit; R. C. Shaw, Cleveland; Leslie 
Sholte, Chicago; R. E. Sheahan, Cleveland. 

E. O. Shreve, New York City; B. F. Slye, 
Cleveland; C. G. Smith, Cleveland; Gordon 
Smith, Birmingham, Ala.; H. P. Smith, 
Cleveland; H. T. Smith, Toronto, Can.; 
W. P. Smith, Cleveland; C. M. Snyder, 
Cleveland. 

D. C. Spooner, Jr., Bridgeport, Conn.; 
C. Steenstrup, Schenectady, N. Y.; A. R. 
Stevenson, Jr., Schenectady, N. Y.: R. 
Stevenson, New York City; S. E. Stewart, 
Charleston, W. Va.; George Straight, 
Cleveland; C. W. Stuart, New York City; 
J. H. Stubbs, Cleveland; Ott Stuefer, 
Minneapolis; W. G. Stuefer, Minneapolis. 

T. J. Sullivan, New Orleans; A. M. 
Sweeney, Cleveland; B. K. Sweeney, Den- 
ver; R. L. Swats, Chicago; H. A. Syn- 
woldt, Schenectady, N. Y.; Mr. Schnake, 
Buffalo. 

A. T. Taft, Cleveland; G. F. Taubeneck, 
Detroit; C. L. Thompson, Milwaukee: W. 
L. Thompson, Boston; W. M. Timmerman, 
Cleveland; Mr. Talcott, Fargo, N. D.; A. 
A. Uhalt, Cleveland; Mr. Van Wert, Cin- 
cinnati; J. E. Vaughan, El Paso, Tex. 

J. M. Walker, New York City: G. C. 
Wasson, Dallas, Tex.; C. Weitzel, Baiti- 


more; E. F. Whitney, Cleveland; J. M. 
Wicht, Bridgeport, Conn.; E. H. Wiggs, 
Cleveland; D. H. Willis, Cleveland; Mark 


Wright, San Antonio, Tex. 

C. E. Wilson, Bridgeport, Conn.; F. W. 
Wolf, Buffalo; M. A. Weissenburger, 
Cleveland; R. E. Weldon, Bridgeport, 
Conn.; M. J. Young, Cleveland; L. Young, 
Baltimore; P. B. Zimmerman, Cleveland. 

AWARDS FOR RANGE SALES 

CLEVELAND—As a reward fer 
turning in three range sales during 
the month of May, 29 members of 
General Electric Co.’s selling organ- 
ization were presented with G-E razor 
blade sharpeners by Jack Poteat, man- 
ager of range sales, at Camp Refrig- 
eration VII held here last week. 

Prize winners were as follows: 

Louis Monsur, Albert Ahrens Co., 
Oklahoma City; H. G. Bogart, Sr. 
H. G. Bogart Co., Toledo; Leon H 
Starkey, A. Harold Johnson, and 
Charles E. Field, all of Breckenridge 
Inc., Springfield, Mass. 

Buster Brown, R. H. Redburg, Wil- 
liam Richter, M. Verhoek, William 
Coon, and E. Parker, all with Caswell, 
Inc., Detroit; Fred Ramsdell, R. 
Cooper Jr., Inc., Chicago; A. Mc- 
Naught, Electric Appliances, Inc. 

Paul Schatz, General Electric Sup- 
ply Co., Portland, Ore.; Francis Daly, 
General Electric Supply Co., St. Paul; 
O. W. Stenson, Gould-Farmer Co., 
Syracuse, N. Y. 

H. H. Fookes and J. C. Yerrick, A. 
Wayne Merriam, Inc., Schenectady, N. 
Y.; C. L. Harrison and J. E. Cleland, 
R. S. Montgomery, Inc., Richmond, 
Va.; Richard Mertz and William Mar- 
ton, National Electrical Supply Co., 
Washington, D. C. 

Walter Cloud, Pendergraph-Brown, 
Inc., Nashville, Tenn.; S. W. Pierson 
and L. E. Murtiashaw, Perry-Browne, 
Inc., Columbia, S. C.; George J. 
Bryant, E. H. Schaefer, Inc., Milwau- 
kee; Lysle Brumbaugh, O. F. Stuefer, 
Inc., Minneapolis; M. E. Brown, A. H. 
Thompson-Sterling Co., Louisville, Ky. 
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ELECTRIC REFRIGERATION NEWS, AUGUST 30, 1933 


ADVERTISING AND 
SALES PROMOTION 


BUREAU ANNOUNCES 
DETAILS OF CONTEST 


NEW YORK CITY—Local refriger- 
ation bureaus and similar bodies in 
all parts of the country are being noti- 
fied by the Electric Refrigeration Bu- 
reau this week of points which will 
be considered in judging refrigerator 
shows sponsored by the local organiza- 
tions between Sept. 30 and Oct. 7. 

Seven cash prizes are to be awarded 
at the close of the contest period. 
Local fall shows will not be eligible 
for awards unless held between the 
above dates, which mark the third 
annual refrigeration week sponsored 
by the national bureau. 

The shows need not be devoted ex- 
clusively to refrigeration, but electric 
refrigerators must be displayed, and 
the privilege of exhibition must be ex- 
tended to all refrigeration outlets in 
the community, bureau officials state. 

Most important points to be con- 
sidered by the judges in making 
awards are as follows: dates and dura- 
tion of the show, nature of the show, 
number of refrigeration outlets in the 
town, number of show exhibitors, at- 
tendance, free or paid admission, ad- 
vertising, cost of show, features, num- 
ber of prospects obtained, units sold at 
show, number of follow-up sales (to 
Oct. 21). 

All decisions will be made on the 
basis of conditions under which each 
show is held. For instance, attend- 
ance will be judged on the percentage 
of a town’s population attending a 
show. 

Judges will be H. M. Faust, New 
York manager of the Curtis Publish- 
ing Co.; Leon H. Curtice, National 
Manufacturers Association; and Ralph 
Neumuller, manager of the Electrical 
Association of New York. Decisions 
will be announced soon after Nov. 7. 

All entries in the competition must 
be at the Electric Refrigeration Bu- 
reau, 420 Lexington Ave., New York 
City, before Nov. 7. 


LEONARD DEALER USES 
TELEPHONE ADVERTISING 


NEW YORK CITY—Adédvertising by 
telephone is one of the refrigeration 
sales methods devised this summer by 
a Leonard dealer here, William Beck 
& Son. After this dealer had used the 
scheme, it was adopted by E. B. La- 
tham & Co., New York Leonard dis- 
tributor, as a part of its midsummer 
campaign. 

Special telephones were installed in 
the Beck store for its campaign, to 
avoid interference with regular daily 
calls. 

Each Leonard salesman called up 12 
acquaintances and asked them to call 
a certain number (one of the special 
Beck numbers), pass the number along 
to others without further comment. 

Girls with pleasing voices were em- 
ployed to answer these calls at the 


Leonard dealers’ office, and to give 
each caller this reply: 
“Good morning! This is Station 


(name of dealer and town). Don’t fail 
to see the new Leonard electric re- 
frigerator (spelling out Leonard) now 


on display at (address). Thanks a lot | 


for listening—and won’t you have 
your friends call this number? The 
correct time is (correct time).” 

On the first day, 408 calls were re- 
ceived; on the second, 702 calls—total 
for the first week, 2,600 calls. 

Mr. Beck estimates that a total of 
27,000 persons was reached in a single 
week with the plan. Nine Leonards 
were sold as a direct result. 


Leonard Dealer Holds 
Prospect School 


WINCHESTER, Ky. — Winchester 
Electric Supply Co., Leonard dealer 
here, recently conducted a “school” 
for electric refrigerator prospects. 

Advertising through the newspapers 
and with handbills, the company an- 
nounced a Refrigeration Week, during 
which a Leonard refrigerator was to 
be given away. 

Women were invited to visit the 
company’s showroom, where an econ- 
omist was present to give suggestions 
on cold cookery and recipes for frozen 
desserts. 

Everyone attending was given a card 
on which to write her name and ad- 
dress and type of refrigeration used. 
Each women then listed the five fea- 
tures of Leonard refrigerators which 
seemed to her most important. 

To the person selecting the five most 
important features, in the judges’ 
opinion, was given a new model L-425, 
or $100 credit on any other model. 

During the contest, the company 


sold a Leonard a day and obtained 75 | 


good prospects. 


Figures in Merger 


Sem nci 


. 


ee 


B. B. GEYER 
Chairman of Geyer-Cornell, and 
president of the Geyer Co. 


GEYER AND CORNELL 
COMPANIES MERGED 


DAYTON — The Geyer Co., adver- 
tising agency with offices in New York 
City and Dayton, and the Paul Cor- 
nell Co., Inc., New York agency, have 
been consolidated, according to an an- 
nouncement made here last week. 

B. B. Geyer, president of the Geyer 
Co., is chairman of the board of the 
eastern unit of the organization, which 
has been named the Geyer-Cornell Co., 
Inc. Paul Cornell is president of Gey- 
er-Cornell. Mr. Geyer will continue as 
president of the Dayton unit of the 
organization, which will continue under 
the name of Geyer Co. 

Complete agency organizations will 
be maintained in both Dayton and New 
York City, according to Mr. Geyer. 
Operating headquarters of the Geyer- 
Cornell Co., Inc. will be at 580 Fifth 
Ave., New York City, while the Geyer 
Co. will continue in its old location in 
Dayton’s Third National Bank build- 
ing. Among accounts handled by the 
company are Frigidaire Corp. and 
Inland Mfg. Co. 


DISTRIBUTOR SPONSORS 
LEONARD SALES CONTEST 


PHILADELPHIA—Klein Stove Co., 
Leonard distributor here, instituted a 
sales contest Aug. 1 for its wholesale 
men, object of which is for each man 
to earn the right to attend the Leonard 
national convention in Detroit and the 
World’s Fair with all expenses paid. 

The contest takes the form of a 
race to Chicago and back across the 
map, each Leonard sold and each new 
contact made counting for a number 
of miles. 

Leading so far in the race is A 
Seidensticker, Jr., who has a little 
over 100 miles to go on his return 
trip from Chicago to Philadelphia. 
George J. Ellis and Harold Tiley are 
close behind him on the way back, 
while David Crawford, John Brown- 
back, and Joseph Aarons are on the 
way out. 


Bottlers to See Exhibit 
Of Refrigeration 


WASHINGTON, D. C.—Refrigerat- 
ing machines and equipment will be 
exhibited among the displays at the 
annual convention and exposition of 
the American Bottlers of Carbonated 
Beverages, to be held at the Jefferson 
County Armory in Louisville, Ky., Oct. 
9 to 13. 

The list of exhibitors to date, as an- 
nounced by Chairman James Vernor, 
Jr., of the A. B. C. B. Convention and 
Exposition Dept., 237-239 Woodward 
Avenue, Detroit, Mich., includes: 
Liquid Carbonic Corp., Chicago; Moss 
& Sons, Inc., J., Brooklyn; Progress 
Refrigerator Co., Louisville, Ky.; S. & 
S. Products Co., Lima, Ohio; and York 
Ice Machinery Corp., York, Pa. 


MITCHELL IS NEW LEONARD 
ADVERTISING MANAGER 


DETROIT—Sam C. Mitchell, former- 


ly Minneapolis district sales manager 
| for Kelvinator Corp., has been ap- 
peinted advertising manager of the 
| Leonard Refrigerator Co., here. 


Fair Officials Approve Statement 
For Grunow Advertising 


NEW YORK CITY—A _ definite 
statement for Grunow advertising in 
connection with the Grunow refriger- 
ating unit exhibited in the Hall of Sci- 
ence has been approved by the man- 
agement of “A Century of Progress” 
exposition, according to Edward L. 
Greene, general manager of the Na- 
tional Better Business Bureau, Inc. 
The statement follows: 

“Grunow at A Century of Progress. 
The Grunow refrigerating unit is 
honored with a place in the Hall of 
Science showing the refrigeration sys- 
tem partly under glass. Because of 
the low pressure and carrene—the 
safe refrigerant—the Grunow is 
ideally suited for this purpose. 

“The Grunow company donated this 
exhibit to A Century of Progress for 
its exhibits in the Basic Sciences.” 

Full text of the Better Business 
Bureau statement, which points out 
that the Grunow unit was not “se- 
lected by a commission of scientists,” 
and that “no competition was held,” 
follows: 

Instead of being “selected” by a 
commission of scientists for exhibition 
in the Hall of Science at the Century 
of Progress World’s Fair Exposition, 
as claimed in their advertising, the 
Grunow refrigerator is shown in the 
Hall of Science because the Grunow 
Corp. offered to donate a machine for 
display purpose. 

The Director of Exhibits for the 
Century of Progress exposition has in- 
formed us that in connection with an 
exhibit showing the cycle of refrigera- 
tion a refrigeration unit was required. 
The Grunow Corp. offered to donate a 
machine and its offer was accepted. 

“No competition was held,” the Di- 
rector of Exhibits informed us, and 
added “and there are other refrigera- 


4 
All the outstanding features of EXHIBIT... «i is 
refrigeration are combined in ~ 
Gibson. And furthermore these 
and 
worthwhile. They are selling 
features which make Gibson the Turn- 


features are practical 


over line of 1933. 


GIBSON, the value Sensation of 1933, 
offers outstanding selling features at no 
extra cost. There’s a model for every 


tion units which would have served 
our purpose equally well.” 

Many protests were made concern- 
ing the misleading and unfair char- 
acter of the Grunow Corp.’s advertis- 
ing. The management of “A Century 
of Progress” exposition protested to 
the Grunow Corp. with the result that 
the following statements in connection 
with the appearance of the Grunow 
refrigerator in the Hall of Science 
have been approved by “A Century of 
Progress”: 

“Grunow at A Century of Progress. 
The Grunow refrigerating unit is 
honored with a place in the Hall of 
Science showing the refrigeration sys- 
tem partly under glass. Because of 
the low pressure and carrene—the 
safe refrigerant —- the Grunow is 
ideally suited for this purpose. 

“The Grunow company donated this 
exhibit to A Century of Progress for 
its exhibits in the Basic Sciences.” 


G-E Moves Offices in 
New York City 


NEW YORK CITY—General Elec- 
tric Co. and four associated companies 
have moved their New York City 
offices to the new General Electric 
building, 570 Lexington Ave. at 5lst 
St. here. 

Included are G-E’s executive offices, 
New York district office, air-condition- 
ing department, Atlantic division of 
the incandescent lamp department, 
merchandising department, and plas- 
tics department. 

Associated companies which have 
quarters in the building are the Gen- 
eral Electric Contracts Corp., G-E 
Employes Securities Corp., General 
Electric Realty Corp., and Interna- 
tional General Electric Co., Inc. 


DEALERS 


YOU ARE ANVITED TO 
ATTEND THE 


ELECTRICAL — 


MADISON SQUARE — 
“GARDENS, NN. Y. C. 


“Bert, 0-90, 33° 
‘ b, A 


RADIO-KRAFT INTRODUCES 
RADIO-AD-VISER BOARD 


GRAND RAPIDS, Mich.—Combin- 
ing sound and display in one unit, a 
“Radio-Ad-Viser” is being introduced 
by the National Radio-Kraft Corp. 
here. The large display board is 
divided into a number of panels for 
individual advertisements, while in 
the center is a loudspeaker through 
which programs are brought to pat- 
rons in the store where the Ad-Viser 
is installed. 

The manufacturer has made its first 
offer of the product to Majestic radio 
distributors in every territory, and 
those distributors who merchandise 
the Ad-Viser will have a Majestic 
radio advertisement in the top-and- 
center panel of every board sold. 

Ad-Viser is intended for use in 
restaurants, grocery and drug stores, 
confectioneries. Space 6x12 in. in size 
may be sold to other of the locality’s 
merchants, while 12x12-in. panels are 
at the bottom of each board for dis- 
play advertising of the board’s pur- 
chaser. 


Circus Helps Announce 
Leonard Price Raise 


WAKEFIELD, R. I.—Bob Chapman 
of Chapman & Bannister, Inc., Leon- 
ard dealer here, tied in with the town’s 
annual one-ring circus recently to ad- 
vertise the coming price increase on 
Leonard electric refrigerators. 

Mr. Chapman had a Leonard banner 
placed on a tent opposite the entrance. 
For a slight consideration, he per- 
suaded the barker to announce be- 
tween shows that Leonard prices were 
going up soon. 

This dealer, in its town of 5,000, 
with a sub-dealer in an adjoining 
town, has sold more than a carload 
of Leonards so far this year. 


SIZE FOR EVERY FAMILY 
PRICE FOR EVERY BUDGET 
REAL PROFIT FOR EVERY DEALER 


home —a price for the modest 
budget and every Gibson you 
sell nets a handsome profit. 

Gibson refrigerators are extra 
quality—superior in every way 
— design—construction— performance 


—backed by a half century of refrigera- 


tion experience. 
offers you more—much more. Write or 
wire for complete facts. No obligations. 


A Gibson franchise 


GIBSON 


GIBSON ELECTRIC REFRIGERATOR CORP. 


THE MOST 


Greenville - Michigan 


REFRIGERATOR IN THE WORLD 
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Johnston Thinks Ahead 


ONFIDENCE in any movement or organiza- 
C tion often depends on the character of the 
man with whom it is identified. Give us a man 
we feel we can trust, and we Americans will put 
a lot of steam behind a cause or an idea. 


Consider the rapid succession of phenomena 
which has been making the American scene so 
exciting recently. Not one, but a score of what 
would have been unthinkably radical changes a 
year or two ago have been effected in our national 
set-up. More are coming. We are going through 
a revolution without bloodshed. And liking it! 
Reason: We, the people, have implicit confidence 
in President Franklin D. Roosevelt. 

An interesting parallel may be found in the 
refrigeration industry today. It wasn’t so long 
ago that the refrigeration division of Nema was, 
to a certain extent, a debating society. True, 
many things were accomplished, and some prog- 
ress made. But unanimity of opinion or purpose 
was rare. Moreover, there was a definite cleavage 
between the Nema members and those outside 
this organization. Today there is the interesting 
spectacle of the lions and lambs lying down to- 
gether, and of an industry about to codify the 
notions of fair practice it has been idealizing 
(apparently hopelessly) for some time. 

True, the pressure of the NRA movement is 
providing the stimulus. Even so, there is no 
doubt in the minds of a great many that confid- 
ence and faith in the good judgment, sound 
thinking, and fair dealing of G. M. JOHNSTON, 
chairman of the refrigeration division of Nema, 
has played a large part in the quick and easy 
assembly of many diverse parts into an inte- 
grated whole. He has greased the wheels, lubri- 
cated the chassis, and syncro-meshed the gears 
of the new refrigeration industrial machine. 

Mr. Johnston, in fact, has been engaged in 
writing a code of fair practice for the refrigera- 
tion industry throughout the last year. In Octo- 
ber, 1932, he inaugurated a series of unselfish 
advertisements in which he gave the industry 
wise counsel, disseminating each time “a fact 
that 10 years in the refrigeration industry has 
taught us.”’ 

On the eve of the drafting of a supplemental 
code for the refrigeration industry, it might not 
be amiss to review some of the excellent princi- 
ples which Mr. Johnston has stated in the adver- 
tising columns of ELECTRIC REFRIGERATION NEWS 
during the last year. Each one forms an editorial 
in itself: 


A Daal Obligation 


“Every business has two obligations—one to 
itself, the other to its industry. Few concerns 
succeed which do not discharge their obligations 
to both. Therefore, every plan or policy which 
we inaugurate is predicated upon our sincere 
desire to fulfill both requirements.” 


In Warfare or In Basiness 


“A business organization is like an army. 
It consists of units cooperating together in the 
battle for their common cause. Armies win 
battles by the units cooperating, not by obstruct- 


ing each other. 

“A business organization’s battles must be 
won on the same basis. Our policies are such 
that a cooperative spirit throughout our entire 
factory and dealer organization is the normal 
order of the day.” 


Present Gain—Futare Loss 


“We know that every policy which we adopt 
is either helpful or injurious to our industry 
and therefore to ourselves. We know further 
that while we may apparently gain by some 
destructive procedure, that gain is only tem- 
porary. Therefore, as a matter of good business, 
we endeavor to make every policy for every 
department of our organization a constructive 


” 


one. 


The Pablic Is Fair 


“We recognize that we will occupy in the 
public mind only the position that we deserve. 
The public is fair—but it is discriminating. 
Therefore, every unit of commercial equipment 
which we sell either helps or mars our reputation. 
And since we aspire to be regarded as good 
manufacturers of a good product, we design and 
build accordingly.” 


Regarding Low Prices 


“There is one basic reason for being in busi- 
ness. That is, to make money. Therefore, we 
believe that low prices on commercial equipment 
such as ours are only justified when they permit 
us to maintain the quality of our product and at 
the same time yield a profit. Otherwise, they are 
destructive to our industry and to ourselves— 
everyone’s loss—nobody’s gain.” 


In Industry, Too, Character Counts 


“Whatever the company, the public appraises 
it on the basis of its character. And we know 
that good character is achieved only through 
strict adherence to the laws of integrity, fairness, 
and true service. We aspire to be regarded as 
an organization of good character. Therefore, 
we endeavor always to earn and maintain that 
reputation.” 


Basiness Mast Make a Profit 


“Our organization has always stood squarely 
against the ‘anything-to-get-the-business’ policy. 
We recognize that any business operating on this 
basis cannot achieve lasting success. Its reputa- 
tion soon becomes known. The business which 
it obtains becomes increasingly unprofitable. And 
no organization which fails to make a legitimate 
profit can continue to remain in business.” 


Constructive Versus Destractive Selling 


“We require our entire sales organization to 
maintain a policy of constructive selling. Point- 
ing out the weakness of a competing product or 
service creates the impression of being on the 
defensive—of trying to cover up something, 
Poor psychology and destructive to the industry, 
as well.” 


Is the Last 10° Worth While? 


“Many times a concern would be far better 
off without the last 10% of its volume. Too often 
that last 10%—-gained by strenuous sales effort 
—is penalty business and jeopardizes the rest of 
the profitable business. Why injure 90% for the 
sake of 10° ? Our own business-building program 
takes these factors into careful consideration.” 


We Try to be Constructive 


“Advertising is destructive when it makes 
exaggerated claims—indulges in half-truths—or 
tries to cast discredit upon anyone. Selling is 
destructive when it does likewise—when it em- 
ploys price cutting tactics and promises more 
than can be profitably delivered. We are mak- 
ing every effort to build our business on a con- 
structive basis and our advertising and sales 
policies are shaped accordingly.” 


Basiness Saccess Is Built on the Last Sale 


“Every business success is built on the last 
sale. If the product is right—if good will and 
confidence have been developed—that last sale 
will be another step to success and profit. That 
is why we consider every sale of such great im- 
portance—and why we do everything within our 
power to make it upon a sound, constructive 
basis.” 


A TIP FROM AN EXPERT. 


OLD RULE IN MY BUSINE 
"IF You CANT LICK EM, 
JOIN 'EM. 


MY Boy, THERES AN \ 
SS, 


NRA. 
ADMINISTRATIO! 


Reprinted with permission of Thomas and The Detroit News. 


LETTERS 


A ‘Scientific’ Exhibit 
Grunow Corp. 
4127-4153 George St., Chicago 
Editor: 

I noted the F. E. Sellman letter of 
Electrolux in your issue of August the 
9th, in which he states that he does 
not care to enter the controversy re- 
garding the Grunow model in the Hall 
of Science—and then promptly enters 
it. 

Mr. Sellman lists several places in 
the Hall of Science where Electrolux 
refrigerators are used, none of which 
are a part of the basic scientific ex- 
hibits, nor are any of these refrigera- 
tors for demonstrating the principles 
of electric refrigeration. 

To corroborate this, the gentleman 
may refer to Page 176 of the Official 
Guide Book of the Fair under the 
heading, “Scientific Exhibits in the 
Hall of Science,” in column two, ninth 
name, is the Grunow Company. This 
is the ONLY refrigeration company 
listed as an exhibitor of scientific ex- 
hibits in the Hall of Science. 

DUANE WANAMAKER, 
Advertising director. 


Specialty Selling 
In Old England 


London, England 
llth August, 1933. 
Editor: 

The Editorial in the July 19th issue 
of ELectric REFRIGERATION NEWS was 
of particular interest to us, inasmuch 
as it in part discusses the problem of 
marketing refrigerators in England, 
which happens to be our business. 
That problem is of such dimensions 
that one who is thoroughly familiar 
with it cannot but admire Mr. Mittel’s 
courage in venturing to attack it. 

Most of Mr. Mittel’s conclusions co- 
incide with our experience. It is true 
that, generally, Britons do not consider 
refrigeration as a necessity. If one 
thousand British housewives were 
asked the question: “Would you like 
an electric refrigerator?”, it is prob- 
able that more than 50% of the 
answers would be: “Whatever for?”. 
The proper reply would, of course, be 
the usual sales story, concluding with 
the statement that proper preservation 
of food could only be obtained through 
refrigeration and that this is essential 
to the health of the family. To this 
the housewife would—and frequently 
does—reply that her family had lived 
in the same house for two hundred 
years, that they were all long-lived, 
had never suffered through poisoned 
food and had never had a refrigera- 
tor or used ice. 

To my knowledge, there is in Lon- 
don no company that manufactures ice 
for sale to private residences. Ice 
simply is not considered necessary or 
useful. 

Our Service Department has on 
record a call from a lady who had re- 
cently purchased one of our refrigera- 
tors. The Service man checked care- 
fully, and re-checked. Everything ap- 
peared to be in perfect order. He in- 
sisted upon seeing the woman of the 
house, and asked her what complaint 
she had to make. She replied that the 
man who had sold her the refrigerator 
had told her that all she had to do 
was to put water in the metal trays. 
She had done this at night and, in 
the morning, the water was frozen; 
she had emptied it out, and put in 
more water, and that too had frozen. 


In her opinion this constant freezing 
of the water had done the refrigerator 
no harm, but it was most annoying to 
have to keep emptying the trays. 

The Service man told the lady that 
the refrigerator was supposed to make 
ice for her use, and she said: “My use! 
Great heavens, what will I do with 
set” 

When we have to sell against such 
passivity, it amuses me immensely to 
attend conventions in the United 
States and to hear some of the Sales 
Managers recite their bitter exper- 
iences in trying to break down sales 
resistance! 

Mr. Mittel and I are for the most 
part in perfect accord, but I entirely 
disagree with his conclusion that pride 
of ownership is the theme which an 
English manufacturer of refrigerators 
must play upon. A year or so ago we 
conducted an extensive survey to de- 
termine what should be our primary 
appeal to the public. The results were 
conclusive. By far the larger percent- 
age gave first place to economy; 
following was convenience; next (and 
not close) was pride of ownership and, 
last, was health. A_ recent check 
among our salesmen convinces us 
that those appeals are still conducive 
in the order named. 

No apt comparison may be drawn 
between selling methods in England 
and in the United States. Broadly 
speaking, here things are bought, 
rather than sold. The Englishman re- 
sents as an intrusion the door-bell 
ring of one who is unknown, and un- 
expected; in its most violent form, this 
resentment takes the form of arrest 
for trespass. 

Of course much can be learned in 
the United States about the manufac- 
ture, use, and selling of refrigerators. 
Most American selling theories, how- 
ever, unless considerably modified, will 
be knocked into a cocked hat, because 
—believe me—"This territory is differ- 
ent!” 

We are using what are generally 
known — and despised—as “American 
methods,” which means going after 
business instead of waiting for it to 
come in, but some of those “methods” 
have been so salted that they would be 
as strange to the United States as 
Chop Suey is to China. There is noth- 
ing prosaic about selling refrigerators 
in Britain. It’s a great adventure - 
highly interesting, sometimes amusing, 
and always darned hard work! 

Very truly yours, 
JOHN J. WEST. 


What About Dealers? 


Electric and Radio Association of 
Kansas City 

106 West 14th St., Kansas City, Mo. 
Editor: Aug. 25, 1933. 

In regard to NRA codes, no doubt 
many persons interested in the elec- 
tric refrigeration business are wonder- 
ing whether or not someone or some 
group is looking out after the interest 
of the distributors and dealers when 
it comes to fair trade practice. 

No doubt, you know that President 
Roosevelt has accepted a code pre- 
sented by the National Electrical 
Manufacturers Association and that 
the radio manufacturers and electric 
refrigeration manufacturers also come 
under this code. 

The National Electrical Wholesalers 
Association are presenting their code 
to Washington this week and do you 
know whether or not the refrigeration 
distributors and radio distributors will 
come under that? Further, on the 
matter of supplemental codes which 
include fair trade practice, are any 
efforts being made as far as electric 
refrigeration distributors are con- 
cerned? 

G. W. WESTON, 
Secretary-manager. 


—— 
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Better Business Bureau Quotes Authorities 
To Refute Teigen Propoganda 


National Better Business Bureau, 
Inc., has prepared the following re- 
port relative to F. Austin Teigen of 
Minneapolis, Minn., author of the 
booklet entitled ““Cancer—The Poten- 
tial Penalty of Electric Refrigeration” 
which has been widely distributed by 
local ice companies according to re- 
ports. A very convincing comment 
on Mr. Teigen’s literature, which ap- 
peared in the Aug. 12 issue of the 
Journal of the American Medical 
Association, was reprinted in the 
Aug. 16 issue of Electric Refrigera- 
tion News. 


Better Business Bureau Report: 


Mr. Teigen sells at $1 a copy of a 
booklet entitled Cancer—the Poten- 
tial Penalty of Electric Refrigeration. 
In this booklet he mentions some of 
the foremost medical authorities in 
the United States and quotes from 
their public statements in such a way 
as to create the false impression that 
these men support his theory that the 
electric refrigerators may be _ the 
cause of cancer. 

The National Better Business Bu- 
reau communicated with every medi- 
cal authority mentioned in this book- 
let, and without exception all who re- 
plied stated that their names were 
used without permission. Not one had 
even seen the bulletin, nor heard of 
Teigen previously. 

Dr. John C. A. Gerster, chairman of 
The New York City Cancer Commit- 
tee examined this booklet carefully. 
He says that in this pamphlet matter 
is quoted from Cancer: Then and Now, 
published by the New York City Can- 
cer Committee. He points out first of 
all that this publication is copyrighted 
and that Teigen has not asked for 
nor been given permission to use it. 
We quote from this communication: 

“Mr. Teigen’s quotations from 
Cancer: Then and Now are verbally 
accurate. His inference that the in- 
crease in cancer is due to electric 
refrigeration is entirely unjustified. 
If the cause of cancer were as 
simple as this it would have been 
discovered long ago. Cancer is pre- 
valent in countries where there is 
no refrigeration, electrical or other- 
wise. 

“Many of the author’s statements 
are inaccurate and his deductions in 
general are so far fetched as to be 
convincing only to those who have 
no knowledge on the matters dis- 
cussed. 

“On page 8, he says: ‘In 1907, Dr. 
Harrison of Yale University dis- 
covered that cells are living in- 
dividual entities.’ As a matter of 
fact this discovery was made before 


1850. Virchow’s work on ‘Cellular 
Pathology’ has been a_ standard 
since that time. 

“The statement that ‘perishable 


food is made up of living organisms’ 

(page 8) is also incorrect. 

“Halitosis may be due to neglect 
of the teeth or to infection of the 
upper air passages, as well as to 
disturbances of the digestive tract. 

“The fall in the death rate from 
tuberculosis may be ascribed to 
better nourishment more than to im- 
proved ventilation.” 

Another prominent physician quoted 
by Tiegen is Dr. Francis C. Wood of 
the Institute of Cancer Research of 
Columbia University. He writes: 

“In reply to your inquiries: In the 
first place, I have never heard of 
Mr. F. Austin Tiegen of Minneapolis, 
Minn.; secondly—I have never given 
him permission to use my name; 
thirdly—nothing that I have ever 
said would warrant the belief that 
electric refrigeration causes cancer; 
and fourthly—that most of the Eng- 
lish people eat mutton which is re- 
frigerated and brought all the way 
from Australia and their cancer 
death rate is not actually any higher 
than ours shows that there is noth- 
ing in this idea that refrigeration 
has anything to do with cancer. The 
highest death rate from cancer is in 
Switzerland and Denmark and elec- 
tric refrigeration has not yet pene- 
trated to these countries.” 

A brief but pertinent comment was 
received from Dr. James Ewing of 
Memorial hospital, New York City, 
also quoted in this pamphlet. He 
States: 


“I do not know Mr. F. Austin 
Teigen of Minneapolis. He is not 
authorized to speak for me. The 
idea that refrigeration of food 
causes cancer is nonsense.” 

Teigen also quoted Dr. Karl Vogel 
of the College of Physicians and Sur- 
geons. Here is what Dr. Vogel has 
to say: 

“I am astonished to learn that 
statements have been attributed to 
me in regard to a relationship be- 
tween electrical refrigeration and 
causation of cancer. 


“IT can only suppose that this is 


owing to a mistake in identity, for I 
have never heard of the pamphlet 
you mention, have no recollection of 
ever having discussed this question 
in print or otherwise, and most cer- 
tainly do not believe that electrical 
refrigeration could cause cancer.” 
Dr. W. A. Evans who conducts the 
“How to Keep Well Department” of 
the Chicago Tribune is another au- 
thority whose name Teigen used. He 
states: 


“I do not know Mr. F. Austin 
Teigen and, so far as I know, have 
never had any correspondence with 
him on any subject. I do not know 
what he quotes from my column, 
but I have never written anything 
capable of the interpretation which 
you say has been given to some- 
thing I am purported to have said.” 
Dr. Walter C. Alvarez of the Mayo 

Clinic, another authority whose name 
Teigen used without permission, indi- 
cates that Teigen has misused his 
statements, in a letter from which we 
quote: 

“It certainly would never occur to 
me to think of objecting to electrical 
refrigeration, and I can’t imagine 
how Teigen can twist my statements 
so as to make it appear that I agree 
with him. 

“So far as I know there is not a 
particle of evidence to indicate that 
refrigerated foods have anything to 
do with cancer.” 

Teigen also mentioned Dr. Stuart 
Wilson of the Detroit College of Medi- 
cine. He states: 

“This letter is to inform you of 
my not ever having made the ac- 
quaintance of F. Austin Teigen of 
Minneapolis, Minn. Therefore mak- 
ing it impossible for the author of 
the pamphlet entitled Cancer, the 
Potential Penalty of Electric Refrig- 
eration, to secure permission to use 
my name in compiling the book 
mentioned in your letter. It is in- 
credible to believe that electric re- 
frigeration causes cancer because I 
find nothing to substantiate this 
statement.” 

Another man whose name Teigen 
used without authority is Dr. Frederic 
W. Bancroft of the Fifth Avenue hos- 
pital, New York City. Here is his 
statement: 

“I have no memory of having 
ever made any statement similar to 
the one you say occurred in a pam- 
phlet entitled Cancer, the Potential 
Penalty of Electric Refrigeration.” 
In this pamphlet Teigen also men- 

tioned Dr. W. J. Mayo of the Mayo 
Clinic and in his absence Dr. Donald 
C. Balfour of that institution replied. 
He wrote: 

“IT am sure that Doctor Mayo 
would be glad to have me say that 
we find no record that permission 
was granted to use his name in the 
way you mention. I am convinced 
that the author of the article had 
no justification for interpreting any 
of Doctor Mayo’s remarks on cancer 
as supporting any claim of a rela- 
tionship between electrical refriger- 
ation and the cause of cancer. This 
is the first suggestion I have heard 
that there might even be the possi- 
bility of such a relation.” 

Not a single one of the men whose 
names Teigen mentioned in this pam- 


phlet in a manner to create the im- | 


pression that they substantiate him 
in his inference that electric refriger- 
ation is a potential cause of cancer 
has agreed with anything he said. All 
state this theory is absolutely false. 

We also thought it wise to consult 
the American Medical Association and 
Dr. W. W. Bauer of their Bureau of 
Health and Public Instruction has 
given us a very valuable statement. 
Here it is: 

. we submit the following with 
respect to the statement circulated 
by Mr. F. Austin Teigen of Minne- 
apolis, Minn. 

“In a circular in our files, Mr. 
Teigen ‘gratefully acknowledges the 
assistance and cooperation rendered 
by many leading authorities’ and of 
his former associate and employer, 
to whom he refers as ‘that great 
international authority on refrigera- 
tion.’ With a few exceptions, he does 
not name the authorities to whom 
he refers, nor does he identify his 
former associate and employer. We 
are informed that Mr. Teigen is 
associated with a J. M. Cattanach, 
Wesley Temple building, Minne- 
apolis. We have no information as 
to the professional standing of Mr 
Chattanach. 

“We do not believe that circula- 
tion of air over a frost covered coil 
purifies it any less than does circu- 
lation of air over a piece of ice, as 
claimed in Mr. Teigen's circular. 

“We do not believe that odors 
from fish, cantaloupe, and onions 
will contaminate other foods in me- 
chanically refrigerated chambers 
any more than in those refrigerated 
by ice, or vice versa. We do not be- 
lieve that water forming ice cubes 
absorbs gases and impurities from 
the air to any appreciable extent, as 


claimed by Mr. Teigen. If the 
Teigen statement were correct, it 
would, of course, apply to water 
frozen artificially in 500-lb. ice cakes 
as well as to the small cubes in 
household refrigerators. 

“We know of no scientific evi- 
dence which will connect ‘toxic 
poisoning, constipation, acidosis, 
pyorrhea, rectal troubles, and can- 
cer’ with the use of mechanical re- 
frigeration and it is notable that the 
Teigen circular which makes this 
claim does not identify the sup- 
posed authority to whom the state- 
ment is attributed. 

“The American Society for the 
Control of Cancer is quoted in the 
Teigen circular in our possession. It 
is suggested that you communicate 
with them (their address is 25 West 
43rd St., New York City) as to 
whether they are in accord with the 
use made of the statistics attributed 
to them. 

“There is no scientific evidence of 
which we have any knowledge to 
connect the increase in cancer be- 
tween 1900 and 1929 with the coin- 
cident development of electrical re- 
frigeration. If one were so disposed, 
one might as reasonably attribute 
the increase in cancer to the in- 
creased mileage of paved roads or 
to progress in aviation, both of 
which have developed during the 
same time that cancer has increased. 
This is an unscientific and fallacious 
use of statistics. 

“Another illustration of fallacious 
use of statistics is the connection 
which the Teigen circular in our 
possession attempts to establish be- 
tween the fact that in New York 95 


per cent of the children have defec- 

tive or diseased teeth and the en- 

tirely unrelated fact that most of 
the food consumed in New York is 
mechanically refrigerated. 

“In short, we do not know of any 
scientific evidence to support the 
conclusions arrived at in the Teigen 
circular in our possession, though 
this circular does contain certain 
quotations which appear to be cor- 
rect, as far as they go, though 
utilized in a sense which in our judg- 
ment tends to mislead. 

“We have, of course, no interest 
in any controversy between the 
manufacturers of mechanical refrig- 
erators, gas or electrical, and the 
purveyors of natural or manufac- 
tured ice. Our only interest is in 
combatting the misleading use of 
Statistics and the unscientific ex- 
ploitation of the public’s interest in 
health.” 

Reference was also made, without 
permission, in this booklet to Dr. E. 
V. McCollum of The Johns Hopkins 
University. Dr. McCollum has advised 
us as follows: 

“If Mr. Teigen mentions my name 
and quotes me as having said any- 
thing on this subject, he is guilty of 
gross misrepresentation. I have 
made no statement about the cause 
of cancer and no statement about 
any possible relationship of electri- 
cal refrigeration to cancer.” 


August Sales of Klein 
Show Large Gain 


PHILADELPHIA — August § sales 
through the eighteehth of the month 
for Klein Stove Co., Leonard distribu- 
tor in this city, totaled five and one- 
half times the sales made during the 
same period last year, according to W. 
L. Brous, director of electric refriger- 
ation sales. 

July sales were two and _ three- 
quarters times as many as were made 
in July, 1932. 


NIRA VIOLATOR FAILS 
TO OBTAIN COURT AID 


CHICAGO—The decision by a court 
here denying an employer’s petition 
for an injunction against a labor 
union sponsoring a strike at his fac- 
tory on the grounds that the em- 
ployer did not come into court with 
clean hands by reason of his violation 
of the spirit of the National Indus- 
trial Recovery Act may open up a 
new field of labor law, declares the 
United States Weekly Law Journal. 

Finding that the hours of work at 
the factory were longer, the wages 
less, and the working conditions worse 
than those contemplated by the NIRA 
and the President’s Re-employment 
Agreement, the court held that the 
petitioner was not “doing his part.” 
The pre-requisite of clean hands was 
not met, and the petition was accord- 
ingly dismissed. 

The court pointed out that the con- 
duct of an employer which may justify 
a strike does not justify lawlessness 
on the part of the strikers, but at the 
same time, that the petitioner’s own 
hands must be clean if he is to pre- 
vail in equity against those who -in- 
jure him. 

The decision is believed to evolve a 
new doctrine, namely, that one violat- 
ing the purpose and spirit of the na- 
tional recovery program does not 
come into court with clean hands in 
cases relative to working conditions 
and labor disputes. 


LEONARD DEALER WINS 
POWER CO. CONTEST 


LYNCHBURG, Va.—McGee Furni- 
ture Co., Leonard dealer here, is win- 
ner of a sales contest staged this sum- 
mer by the Applachian Electric Pow- 
er Co. of Roanoke. 


LAST CALL 


ELECTRIC REFRIGERATION 


definite way to aid the President's Plan of 
business recovery—a way to do your share 
keep the 


industry in its place of leadership among 


There is still time to make arrangements 
for celebrating the third annual Electric 
Refrigeration Week in your community if 
plans are not already under way. 


The whole idea of Electric Refrigeration 


or 


and to 


WEEK 


electric refrigeration 


the businesses which have rallied from the 


depression. 


(Sept. 30 to Oct. 8) is to put on a Coopera- 


tive electric refrigeration show. 


It is going to be done in five hundred 
other towns and cities, why not in yours? 


In this endeavor lies one of the most 
successful and thoroughly proved means 
of starting a new wave of buying 
and uncovering new, immediate 
The Cooperative 
Electric Refrigeration Show is one 


prospects. 


ELECTRIC REFRIGERATION BUREAU 


Action by the leading electric refrigeration 


men in your city can still be in time to align 


420 Lexington Avenue, 


New York City 


with the many other cities which will have 
Cooperative Electric Refrigeration Shows 
during Electric Refrigeration Week. 

Write for information concerning the $1200 
in prizes offered by the Electric 
Refrigeration Bureau for the most 
successful cooperative shows, held 
during Electric Refrigeration Weck. 


2 fats : : = 2 es | ee: SMe a gh A tee acts oy” yy maa AAD ea PAN aS ao ogee ay ¥ : DT ee ; . Cae Sibel 1A pees Soba Bia, TES Sienna ena eee or a 
aay, ; “oe Ret weave ee ‘ahs et (Rear el ea poe) oa ao De ssak ae cp os 3 Was si Pare ee ip eee ee ea Pao poe ls. ae rea a vaeie: See Re Same ae ig, EE = Se eS ee “aly 
: ; Spe eee a oe oe peer sear ee 1 ERR, oe a hg ee ee mee Vea ee aie a hc ae Gere" 4) <p ae 4, GP oe tae Ap re a ha 

oe ; Mien oe 2 Ss BOREL sel cee ee SRE ag Ace: ree 3 A OT GRE es er _ ER oF 
DoT RIE TERPS: cE OEE EE, CONDE Se IE A OETA RE 2S Pc: Pe Ge Re AN ke ea ie ae TPG i Oe ERE: SOE ee SS NR a | 
ee ee, aR : coy oir Grane ay ae Pe Ec cu Bae ee Li oe Skee, cit ee i ee A eae.» m PME abou oP nae pepe S, ig Pet Set, 5 V ales ae eat as” ee eS 
. tae kes if 3 : iy SC » ee ets & iy ‘ . oe r a . ‘ ak . rar ts veR 5 4 Pi fxs en ee a : 2 ——¥ Sa ee Pe ee OR ps : a z oS : > z . “ 
| ee = , i. ee 
ee i 
| 7 , 
| 
| 
i 
| 
| 
; 
Be 
oe 4 
5; 
- 
- 
| | bina gel. 
at. 
ie b 
— 
i “Wiges eer 
= Caen — 
ee 
oe ae 
Lae? 3g 
| sn 
aa 
} oi 7 Ws 7 (ie 
eee ‘ i ss hy: 
: ——_ 
| ” ™ P * | | 
£ ee 
| id U / | 
. i Re a ee 
| 1S (—- - — SP q HOO : : 
| ? crs) YY ; sy ee » E. sats 
q , : : 
i iy qd _— 
| : 7 ~ /\ : | ; 
} (yy . Z | - ‘ 
LZ re | ° ZY ff ." | 
‘ 4 « “YY => sepsis : 
| y Vv 7 “a ii " h) > ; a 
Poa 5! S \ r (, ¥* : ~ 
yi \ es ‘7 
’ —wo — o_ he ’ ‘ ‘ | 
4 ae gt # As ; 
é ; ¢ .. ie ‘om % x. 
| % ‘ (@) a i \ 
, : amet ee 
/ : : | 
i a 
| ee. )\ ual be : KS ¢ ie ‘ i‘ ; x 
7 K ie Py a a 
' pe ae Wf } og Se es nye 
t | 
id Gita * | ad 
1 , 
| | 
ee a ; is 
a _ 
glia: we 
ee 
eae 
— a 
: ® 
go | 
INVES ug - . 
IN AN Pee 
REFRIGERATOR // a : 
“c.f 
a 
m oe in 
* te 
a Bat 
. SS cae 
| 5 ” ae aoe 
: : | | a - a ; . _ ae OY Nile ahi a a ala as BO ae Eh A eo 7 
| | a : 7 oan oe AL ‘ a 7 e ie a ee et 
“hd. 
Meta: 
ee 
hes, 


ani 


ELECTRIC REFRIGERATION NEWS, AUGUST 30, 1933 


A New Deal? 


Much bandied about in the meeting 
of G-E distributors at Nela Park, 
Cleveland, last week was the Roose- 
veltian phrase, “A New Deal.” The 
same phrase has been employed fre- 
quently this year by almost every 
other manufacturer in the business. 

We thought General Electric had 
much less claim to it than many 
others. No radical changes have ap- 
peared in G-E appliances this year— 
save for the mechanism of the 10-star 
compressor, which uses methyl] form- 
ate instead of sulphur dioxide, which 
has a rotary compressor instead of 
reciprocating, and which has a solid 
shell condenser. 

Moreover, the executive personnel 
has undergone practically no changes. 
Only a few new faces among the dis- 
tributors. New sales plans were simply 
amplifications of tested ideas. In other 
words, the G-E specialty appliance de- 
partment is the same old stand doing 
business at the same old corner—in 
contrast to other manufacturing or- 
ganizations which have had big shake- 
ups among officials, new sets of dis- 
tributors, and completely revamped 
products this year. 

In one sense, the fact that G-E has 
kept itself intact through the vicissi- 
tudes of the last couple of years is 
indeed a compliment. Three years ago 
General Electric was selling 40 per 
cent of all household electric refriger- 
ators—and selling them at prices 
much higher than those of competi- 
tors. 

As almost everybody in the indus- 
try knows, their volume—both actual 
and relative—has declined consider- 
ably since those halcyon days. For 
the coming year G-E officials would 
probably be glad to see a sales figure 
which would approximate 25 per cent 
of the industry’s total. 

Nevertheless, G-E has retained its 
complete faith and utter confidence in 
its original product and its organiza- 
tion. It thus maintains its reputation 
for stability and integrity. 


Ted Quinn Confident 


Although there may not have been a 
New Deal in the G-E organization, 
there was certainly a New Spirit. 
Business has been good, darned good, 
the last few months. And that fact 
was reflected in the faces, the conver- 
sation, and the manner of the dis- 
tributors. All, it is perhaps needless 
to add, are rabid Roosevelt supporters. 


Vice President 7. wi. - QUINN, | who 


ay 


Driest tag a 


T. K. Quinn, vice president of the 
General Electric Co., discards his 
academic cap and gown. 


is close enough to the nation’s Top 
Brains to know what’s what, if any- 
body does, was markedly jubilant. 

Every year G-E distributors look 
forward to his “summary” of their 
meetings, for he not only extracts for 
them the most important ideas de- 
veloped in the conferences and so 
phrases these ideas as to make them 
almost unforgettable, but he has also 
gained a reputation among G-E men 
as a sort of seer. | 

Last summer at Nela Park he ad- 
vised distributors to pull in their 
horns, to lop off overhead, to sit tight 
on the lid of the treasury. 

Last week his tone was different. It 
was a tone of relief and good cheer. 


“Thank God,” he said, “it’s (appar- 
ently) all over, and we can all be 
noblemen again . .. We can believe 
that the worst of it is over because of 
the determination of the Administra- 
tion to do something about it. It is 
hardly to be hoped that the course the 
Administration has set will proceed 
without deviation; but the important 
thing is that we've started some- 
where.” 


Perhaps the sole new political idea 
that American has produced up to 
now, Mr. Quinn observed, is the Jeffer- 
sonian theory that the progress of 
society depends on the individual, and 
that the atate should exist for the 


There should be no compromise 
with moisture in the lines. That’s 


IMMEDIATE 
DELIVERIES 


| 


why Wolverine developed an 25, 50 and 100 ft. coils, plain or 
exclusive dehydrating process tin plated, dehydrated and sealed| 
which assures 100°% dry tubing or open end. Longer lengths to| 
—always. Yet you pay no pre- order. WOLVERINE — =, 

1491 Central Ave., Detroit, Mich-| 


mium for this assurance. 


Stand- 
ardize on Wolverine and “lay 
the ghost” of costly breakdowns. 


igan. Sales Offices in 29 cities. 
Export Dept, H. M. Robins Co., 
120 Madison Ave., Detroit 


 Wlcniless Copper Tubing 7 
For Refrigeration 


individual, and not the individual for 
the state. 

That theory, he pointed out, worked 
beautifully for 150 years, and particu- 
larly during the last quarter century, 
when technical progress became so 
rapid. 

“But,” said Mr. Quinn, “we learned 
how to produce things faster than we 
could distribute enough money to the 
public for purchasing these things. 

“The idea that the life of industry 
is unrestricted competition eventually 
forced business to run at a loss. For 
operators learned that it is cheaper 
to run a business which has any con- 
siderable investment at a small loss 
than not to run it at all. And unre- 
stricted competition forced many busi- 
nesses to accept the lesser of the two 
evils. 

“This is the fundamental reason for 
the change in our national adherence 
to the policy of unbridled individual- 
ism.” 

Intelligent men, he recalled, realized 
25 years ago that the system was no 
longer working; it was then that we 
had our period of trusts—the first 
groping toward a satisfactory solu- 
tion of the program. 

“What difference does it make,” 
asked Mr. Quinn, in referring to fears 
of price rises, “if a loaf of bread cost 
25 cents, instead of 5 cents—if you've 
got the quarter? If the loaf cost only 
a penny, and you didn’t have the 
penny, you'd be in misery.” 

Out of the recent depression, he 
thinks, has come a splendid discovery 
—the idea that you must make the 
other fellow successful, better his wel- 
fare, to increase your Own. 


Martial Anthems 


When the faculty and students 
paraded at the dedication cere- 
monies of the University of Re- 
frigerania, this band ood them. 


Aesop’s F wre 

At the beginning of Mr. Quinn’s 
talk he quoted two of Aesop’s fables 
which we'd like to reproduce here: 


Jupiter and the Ass 

“A certain Ass, that belonged to a 
gardener, was weary of carrying 
heavy burdens, and prayed to Jupiter 
to give him a new master. Jupiter 
granted his prayer, and gave him for 
a master a tile-maker, who made him 
carry heavier burdens than before. 

“Again he came to Jupiter, and be- 
sought him to grant him a milder 
master, or at any rate a different one. 
The god, laughing at his folly, there- 
upon made him over to a tanner. The 
Ass was worked harder than ever, and 
soon upbraided himself for his stupid- 
ity. 

“*Now,’ said he, ‘I have a master 
who not only beats me living, but 
who will not spare my hide even when 
I am dead’.” 


The Creaking Wheel 

“A Coachman, hearing one of the 
Wheels of his coach make a great 
noise, and perceiving that it was the 
worst one of the four, asked it how it 
came to take such a liberty. 

“The Wheel answered that from the 
beginning of time creaking had always 


been the privilege of the weak.” 
* a * 


Verbal Vomit 


When first we became acquainted 
with WALTER DAILY, manager of 
sales promotion for the G-E specialty 
appliance department, we were im- 
pressed chiefly by his keenness of per- 
ception, his energy, and his serious- 
ness of purpose. It took a long time 
before we discovered, and began to 
appreciate, his fine sense of humor. 


An example of the latter popped out 
at the beginning of his speech 
Wednesday afternoon to the G-E dis- 
tributors at Nela Park. He had torn 


| from a morning Cleveland newspaper 


an advertisement for the musical 
show, “Crazy Quilt,” appearing cur- 
rently at the Hippodrome. From the 
advertisement he read: 


Welcome, Frosh! 


Dean of Men G. J. Chapman 
greets Freshman Dick Cooper. 


“Nimble nymphs, voluptuous vam- 
pires, chic grisettes, daring damoi- 
selles, and resplendent mannequins 
filmily clad in gossamer vestments 
that would make Mahatma Ghandi 
look like an Eskimo. Introducing the 
sensational Wiggle of the World, a 
dance as torrid as the passion-laden 
zephyrs of the South Seas, and the 
greatest of all card manipulators, 
Cardini.” 

Quoth Walter: 

“And that, gentlemen, is what is 
known as a verbal vomit.” 

He added, Unnecessarily, that it 
wasn’t the kind of advertising General 
Electric would indulge in during the 
coming year. 


Mr. Daily also made apt use of a 
couple of definitions which are darbs. 
Read ’em and agree: 

“An engineer is a man who knows 
a great deal about very little, who 
goes on learning more and more 
about less and less, until he knows 
everything about nothing. 

“A salesman is a man who knows 
very little about a great deal, goes on 
learning less and less about more and 


more, until eventually he knows 

nothing about everything.” 

G-E in the Movies 
Considerable mention has_ been 


made in these columns of General 
Electric’s liberal use of movies as 
sales promotion helps. Undoubtedly 
the most ambitious undertaking of 
this nature was the Warner Bros. film 
built around the General Electric kit- 
chen, “Just Around the Corner,” with 
BETTE DAVIS, JOAN BLONDELL, 
DICK , POWELL, and WARREN 
WILLIAM. 

Some idea of the potency of this 
film as a promotional tool can be 
gained from glancing at these ex- 
amples of sales results obtained by 
dealers and distributors who have 
used the film “Just Around the 
Corner” during the past few months. 

In Ann Arbor, Mich., attendance at 
the theater where the picture was 
shown was 12,000, and 15 sales were 
made in three days after the showing 
by the Calkings-Fletcher Drug Co., 
dealer there. 


Ochiltree 


Spellbound 


Electric Co., Pittsburgh 


President Zimmerman and Presi- 
dent Emeritus Quinn of the Uni- 
versity of Refrigerania listen to 
the Rt. Hon. Charles Francis Coe 
deliver the dedicatory address. 


G-E distributor, reported 15 sales as 
a result of the theater tie-in. Sixteen 
thousand persons saw the film when 
it was shown in Omaha, and the Storz 
Electric Refrigeration Co., distributor 
there, sold four refrigerators, one 
range, and one dishwasher during the 
film’s run. 

First 50 theater showings in Rich- 
mond, Brooklyn, Richmond Hill and 
Forest Hills, N. Y., Chicago, Memphis, 
Pittsburgh, Harrisburg, Ann Arbor, 
Minneapolis, Omaha, Binghamton, N. 
Y., and New Orleans resulted in sales 
of 77 refrigerators, seven ranges, three 
dishwashers, and three other appli- 
ances, Mr. Daily reported. Total at- 
tendance during these showings was 
457,200. 

When the film was shown in the 
first 10 towns in R. Cooper Jr., Inc.’s 
territory, 1,285 refrigerators were sold, 
220 dishwashers, and 16 ranges. 
Cooper’s Sales Promotion Manager 
Nides expects to sponsor film show- 
ings in every town in the Chicago dis- 
tributing area. 

Increased sales were reported by E. 
H. Schaefer Corp., Milwaukee distribu- 
tor; Pendergraph-Brown, {[nc., dis- 
tributor in Nashville; Edmundson Re- 
frigerating Corp., Houston distributor; 
and Gould-Farmer Co., Inc., Syracuse, 
N. Y., after those organizations had 
showed the film in their own cities. 

Mr. Daily has been informed by L. 
S. Stein of Chicago’s Warner Bros. 
Circuit Management Corp. that at- 
tendance at 10 of the company’s 
theaters increased from 25 to 50 per 
cent on General Electric nights. 

In Indianapolis, the Hoosier Electric 
Refrigerator Corp., distributor, pub- 
licized the film by inducing 37 chain 
drug stores in the city to serve “Just 
Around the Corner” special luncheons 
during the picture’s run at an Indian- 
apolis theater. 

Topeka’s distributor, Glueck & Co., 
secured 227 good prospects while the 
picture was being shown there, some 
of whom bought appliances soon after 
the close of the show, according to 
Mr. Daily. 

The Omaha G-E promotional cam- 
paign linked with the “Just Around 
the Corner” film, included a 90-store 
United Food Store merchandising 
campaign, a 15-day radio broadcasting 
program, and semi-weekly newspaper 
advertising. 


At the end of the convention 
“MIKE” MAHONY exhibited a few 
hundred feet of a new G-E talking 
picture, “Let’s Go,” starring TED 
QUINN, PAUL ZIMMERMAN, and 
“SOCKER” COE. 

Quinn, in this preview, was great. 
His voice came through splendidly— 
was enhanced, in fact. 

Surprisingly enough, we were a 
little disappointed in Coe’s perform- 
ance. Here was a man, we thought, 
who’d make a swell screen actor. 
But somehow the film didn’t capture 
his magnetism or record his vast 
energy. 


Incidentally, it might be noted that 
six new training films giving tips to 
aid G-E vacuum cleaner and laundry 
equipment salesmen in the Stock 
Market campaign have been released 
by the General Electric merchandise 
department at Bridgeport, Conn. 

Subjects dealt with include “The 
General Electric Flatplate—the Mod- 
ern Ironer”’, “The General Electric 
Washer”, “History of Electric Vacuum 
Cleaners”, “Demonstrating the Gen- 
eral Electric Flatplate Ironer”, “Dem- 
onstrating General Electric Washers” 
“Demonstrating General Electric 
Cleaners”, and “Whys and Wherefores 
of Territorial Selling.” 


Mustaches Wild 


A number of G-E distributors have 
sported mustaches ever since we've 
known ’em: DICK COOPER of Chi- 
cago, BILL THOMPSON of Boston, 
MAJOR GLUECK of Kansas City, 
GEORGE BAUDER of San Diego, 
WARDE STRINGHAM (formerly of 
Des Moines, but now with DAN 
ALEXANDER in Atlanta) being some 
of the mustachioed gents. 

And now the malady is spreading to 
the executive personnel. “MIKE” 
MAHONY, merchandising manager, 
has recently reared a very creditable 
new lip ornament. So has GEORGE 
STRAIGHT, publicity man. JEAN 
DE JEN, contest manager has cur- 
ried the down on his upper lip long 
enough that it now can be said to be 
a mustache, without straining thé 


point. AL UHALT, dealer division 
manager, is now a veteran brush 
bearer. 


ART SCAIFE, we submit, would 
look just dandy with a mustache. S: 
would DICK SHAW, FRANK COR 
LISS, and “TIMMIE” TIMMERMAN 
But especially red-headed Mr. Scaife 

Only good tan we saw at Nela Park 
was that of FRANK WOLF of Buffalo 
who, having made sure that 1933 wi! 
be his best year, had just taken 4 
three-weeks’ vacation. Other distribu 
tors have been too busy for golf this 
summer. 
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ATTACK PRICE FIXING 
IN RETAILERS’ CODE 


(Concluded from Page 1, Column 2) 
retail stores, the labor provisions in 
the tentative revised draft provide for 
a weekly minimum wage ranging from 
$12 to $15, and a maximum work week 
ranging from 40 to 48 hours. 

The code states that in stores open 
for business 52 hours a week or less, 
employes should work not more than 
40 hours a week; in stores operating 
between 52 and 60 hours, employes 
should work not more than 44 hours; 
and in stores operating 63 hours or 
more a week, employes should work 
not more than 48 hours. 

A 48-hour week is set for mainten- 
ance and delivery employes, with time 
and a third for overtime, and all out- 
side salesmen and executives receiving 
more than $30 a week are excepted 
from the hour provisions. 

The attack upon the price-fixing and 
advertising features of the code was 
led at the hearings by Percy S. Straus, 
president of R. H. Macy & Co., Inc., 
of New York, who urged that the con- 
sumer had a right to decide where and 
at what price goods should be bought. 

“Tf retail trade groups can fix prices 
at new invoice cost plus 10 cent cent,” 
he said, “then they may logically raise 
the margin to 15 per cent, 25 per cent, 
or even higher. The adoption of such 
a principle will not increase consump- 
tion, nor build purchasing power; it 
will choke the free flow of commerce 
and shrink volume. 

“This code will enable stores A, B, 
and C to force store D to sell at their 
agreed price, no matter whether D 
can save the public money. That is a 
revolutionary principle in a demo- 
cratic country, and the public cannot 
be expected to pay the price without 
protest.” 

Speaking in favor of the price-fixing 
feature, and in opposition to the stand 
taken by Mr. Straus was, among 
others, B. V. Namm, president of the 
Namm stores. Mr. Namm contended 
that the provision was designed to 


“curb predatory or destructive price 
cutting,” and added: 

“Retaliation by other retailers fre- 
quently results in a general price war, 
often entailing operating below cost. 
The losses involved fall ultimately 
upon labor, swelling the ranks of the 
unemployed. Manufacturers have also 
suffered, some being ‘ciseled’ down to 
the point of sweatshop production.” 

Speaking on the subject of advertis- 
ing, Mr. Straus contended that the 
sections in the code barring from ad- 
vertising copy reference to competi- 
tors and claims to underselling should 
be eliminated. These sections, he said, 
would “destroy the most valuable 
property right of good will belonging 
to a merchant, resulting from years 
of honest advertising, and tested and 
approved by a keen and intelligent 
buying public well able to make its 
comparisons.” 

On the other hand, Mr. Namm 
argued that references to competitors 
are a “subtle evil.” With reference to 
underselling he said: 

“We have investigated innumerable 
selling claims, and have yet to find 
one that was true. All underselling 
claims in advertising have been 
proved false so far, but if we ever do 
find one that is as represented, and 
where the price is actually lower, 
then we must suppress it as part of 
the old economic program and not be- 
longing to the new deal in industry.” 


Johnson Warns NRA 
Workers on ‘Boycott’ 


(Concluded from Page 1, Column 3) 


tion the NRA asking for a stay or 
postponement of those _ provisions 
which would produce an “unavoidable 
hardship,” and by submitting this to 
his local Chamber of Commerce or 
trade association which can vouch for 
the truth of his assertions, he can se- 
cure his Blue Eagle. 

This is the type of information 
which the canvassers should dissemin- 
ate, Gen. Johnson declared. They 
should also point out the purpose of 
the NIRA, that it is a “union of busi- 
ness” to fight against the depression. 


ELCO 
OTORS 


BURRITT URGES FIELD 
FORCE 10 GET EAGLE 


(Concluded from Page 1, Column 5) 
and dealers a similar right. 

“You must qualify through your 
trade association or by signing the 
voluntary agreement to which the 
President has asked all employers to 
subscribe pending the approval of 
whatever trade association you will 
eventually come under. We believe 
that public opinion demands that you 
do whatever is necessary to conform 
to the NRA provisions and we recom- 
mend that you put yourself in a posi- 
tion to use this insignia. 

“If you are in any doubt as to the 
procedure to be followed, consult your 
local postmaster who can accept your 
signature to the blanket code and 
thereby qualify you for the use of the 
NRA blue eagle, and remember that 
even though Kelvinator has the right 
to use this insignia, it cannot be used 
in connection with any Kelvinator ad- 
vertising signed by you or displayed 
in your window until you have quali- 
fied. 

“Therefore, we recommend that you 
sign your local code immediately if 
you have not already done so, and as 
soon as you have signed, fill out and 
return the attached blank, specifying 
such material as you will require for 
local use.” 


Our Error 


Our attention has been called to 
some errors in specifications of Uni- 
versal Cooler commercial condensing 
units as published in the Aug. 23 
issue of ELectTric REFRIGERATION NEWS, 

The errors occurred in the data 
concerning models W7503 and W10003. 
The correct bore of these models is 
4 in. and the stroke is 44% in. Model 
W7503 employs a 7%4-hp. motor and 
model W10003 a 10-hp. motor. The 
quantity of refrigerant in each of 
these systems is 16 Ibs. 


Salesmen Making 
Quota Listed by 
Westinghouse 


(Concluded from Page 1, Column 2) 
Co., Los Angeles; Wetmore-Savage 
Electric Supply Co., Boston; Kempf 
Bros., Utica, N. Y.; Danforth Refrig- 
eration Co., Cleveland; Edgar Morris 
Sales Co., Washington, D. C.; and 
Westinghouse Electric Supply Co., 
Philadelphia. 


Salesmen making quotas are: 

O. H. Smith, Holland Electric Co., Whit- 
tier, Calif.; D. W. Wright, Pioneer Electric 
Co., Zanesville, Ohio; Harold Eshelman, 
Eshelman Music House, St. Joseph, Mo. 


H. G. Frazier, Satterlee & Blue, Kansas 
City, Mo.; L. F. Stein, Satterlee & Blue; 
O. A. Pendleton, Pendleton Music Store, 
Shelby, N. C.; . M. Chriss, M. O'Neill 
Co., Akron, Ohio; Phil T. Smelzer, Tre- 
man, King & Co., Ithaca, N. Y. 

Harry L. Buehler, Jos. Horne Co., Pitts- 
burgh; L. R. Jacobs, Kaufman's, Pitts- 
burgh. 

F. C. Mollstaetter, Danforth Co., Pitts- 
burgh; J. G. Rigdon, Danforth Co.; 
Robert Sofer, Danforth Co.; P. A. Sugrue, 
Howland Dry Goods Co., Bridgeport, 
Conn.; 8S. M. Smart, Edgar Morris Sales, 
Washington, D. C.; Donald Blakeslee, 
Donald Blakeslee, Inc., Poughkeepsie, N. 
Y.; Henry Yutz, Seidel Bros., Bordentown, 
N. J.; Roy Badgero, Walz Hardware Co., 
Saginaw, Mich. 

M. 8S. Borgh, Ross Electric Co., Superior, 
Wis.; E. E. Clark, Westinghouse Electric 
& Supply Co., Chicago; C. A. Crawford, 
Westinghouse Electric & Supply Co., Chi- 
cago. 

J. A. Godfrey, Dover, Ohio; O. Dexter 
Jordan, R. Wiley Smith, Columbus, Ga.; 
L. Lewis, Sunrise Utilities, Rockville 
Center, L. I.; C. C. Lindstrom, Westing- 
house Electric & Supply Co., Chicago; F. 
W. McKenna, Gold & Co., Lincoln, Nebr.; 
A. C. Meyer, Beecher-Cumming, Minne- 
apolis. 

Harry Meyerrose, Boggs & Buhl, Pitts- 
burgh; D. C. Robb, Iowa Electric Light 
& Power, Cedar Rapids, Iowa; L. a 
Spates, Hartman Bros., San Jose, Calif.; 
F. A. Wolff, Edgar Morris Sales, Wash- 
ington, D. C.; M. B. Candle, Van Zandt 
Supply, Huntington, W. Va. 

Clarence Hudson, J. R. Millner Co., 


Lynchburg, Va.; J. E. Anderson, J. J 


Carroll Stere, Newark, Ohio; A. H. Bailey, 
Youngstown, Ohio; A. C. Balton, Conner 
Electric Co., Wheeling, W. Va.; W. W. 
Benedict, Packard Electric Co., Brockton, 
Mass.; Thos. A. Black, Frank Tollen, Inc., 
Chester, Pa. . 

W. H. Brayman, Blandings, Inc., Bing- 
hamton, N. Y.; F. Brown, Central 
Maine Power Co., Augusta, Me.; Forrest 
Dicks, J. Paul Rich, Indianapolis; W. L. 
Eshelman, Eshelman Music House, St. 
Joseph, Mo.; R. J. Evans, Colvin-Temple- 
ton, San Francisco. 

J. N. Fitzgerald, Peoria Tent & Awning, 
Peoria, Ill.; W. R. Foster, Citizen Power 
& Light Co., Council Bluffs, Iowa; G. E. 
Heiges, Sharon, Pa.; A. W. Hubbell, Hub- 
bell Radio Service, Cincinnati; C. J. Kil- 
cher, Ohio Public Service, Mansfield, Ohio. 

W. Knight, Illinois Power & Light Co., 
Decatur, Ill.; Ray Kranz, Westinghouse 
Electric & Supply Co., Chicago; W. J. 
Loeffler, Danforth Refrigeration Co., 
Cleveland; F. P. McCarty, Gold & Co., 
Lincoln, Nebr.; H. A. Nance, Reid & Cut- 
shall, Roanoke, Va.; Leo M. Rayhill, 
Kempf Bros., Utica, N. Y. 

H. A. Wallace, Harris-Goar Co., Topeka, 
Kan.; J. M. Wanner, Edgar Morris Sales, 
Washington, D. C.; H. G. Meyer, Modern 
Appliance Co., Hammond, Ind. 


Porcelain Enamel Code 
Accepted by NRA 


(Concluded from Page 1, Column 1) 
less the hourly rate for that same 
class of work on July 15, 1929, was 
less than 40 cents per hour, in which 
case not to pay less than 30 cents per 
hour; female workers, 30 cents per 
hour, provided, however, that where 
female workers do substantially the 
same work or perform substantially 
the same duties, the same rate of pay 
shall apply to both male and female 
employes; provided, further, however, 
that learners may be paid not less 
than 80 per cent of such minimum 
wage, but the total number of such 
learners shall not exceed in any 
calendar month 10 per cent of the total 
number of employes engaged in pro- 
cess labor by such employer. 

The southern section of the industry 
is defined to include the following 
states: Virginia, North Carolina, South 
Carolina, Tennessee, Georgia, Florida, 
Alabama, Mississippi, Louisiana, Ark- 
ansas, and Texas. 
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STEEL 


CORK THRUST 
CUSHION 


RETAINER 


ave No End-Play Noise 


A refrigerator motor should be permanently 
free from end-play noises. Delco motors are 
provided with an automatic end-play take-up 
which cushions the armature and prevents 
any longitudinal movement from causing 
objectionable end-play noises. The cork in- 
sert located in the steel shell, which is pressed 


into the end-head, acts as a cushion and is 


ment of the rotor without injuring it. Proper 
lubrication reduces the wear to a negligible 
amount. No adjustments or replacements are 
necessary. ... Millions of Delco motors using 
this device are in service in users’ homes. 


You owe it to yourself and your owners to 


investigate the advantages of Delco motors. 


large enough to take any blow from the move- 
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AIR CONDITIONING 


Duluth Air-Conditioning System Built 
For Quick Change in Functions 


DULUTH, Minn.—Due to the extreme 
daily variations of temperature in this 
city, engineers who laid out an air- 
conditioning system for the new Med- 
ical Arts building here faced the prob- 
lem of providing equipment which 
would switch automatically from heat- 
ing to cooling with a minimum of time 
lag in operation of the system. 

The structure has 14 floors, and is 
primarily an office building, but with 
Chamber of Commerce rooms, a bil- 
liard parlor, brokerage offices, private 
dining rooms, and a cafeteria on the 
lower two floors. Well water is cold 
enough in this area to provide suf- 
ficient cooling effect and dehumidifica- 
tion without the use of mechanical re- 
frigeration. Heating, cooling, ventilat- 
ing, humidifying, and dehumidification 
operations are all controlled by Min- 
neapolis-Honeywell Co.’s Modutrol sys- 
tems. 

Modustat self-contained valves for 


individual radiator control were in- 
stalled in radiators throughout the 
building, extended surface concealed 


type of radiation being the predom- 
inating type of heating. Complete zone 
control has been provided on the steam 
distribution mains of the heating sys- 
tem. The zone control system, working 
in coordination with the Modustats, is 
designed to prevent unnecessary con- 
densation line losses during the heat- 


from the third to 14th floors during 
all seasons. 

This plant operates as a split-system 
during the heating period, normally 
tempering, cleaning, and humidifying 
the air before it is distributed by a 
duct system to the various offices and 
halls. 

As the summer months approach, 
the Modutrol system automatically 
calls into play the cooling cycle of 
the unit so as to cool, clean, and de- 
humidify the air delivery, according 
to requirements. Similarly, a second 
air-conditioning plant in the sub-base- 
ment operates as a blast system dur- 
ing the heating season, and serves 
cooled air and dehumidified air when 
required, to the large cafeteria on the 
first floor. 

The cafeteria air-conditioning unit 
shown in the diagram below draws 
outdoor air through a supply air 
damper which is opened by the two 
position motor M; when the fan is 
started. Electric motor valves V; and 
Vea under command of duct thermo- 
stats T; and Tz provide a two stage 
control of the steam flow to the two 
banks of tempering coils during the 
heating cycle. 

The tempered air next passes through 
spray water from two banks of spray 
heads. The humidity controller Hy, 
and summer thermostat TT; located 
in the cafteria (working in conjunction 


ing season, and to provide lowered, 


Diagram of Cafeteria System 
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Year ’round air-conditioning system in the cafeteria of the Medical Arts 
Bldg. Duluth. Operation of its Modutrol controls is described herewith. 


more economical night or stand-by 
temperatures. 

A considerable portion of the first 
and second floors is served by a sys- 
tem of unit ventilation, the automatic 
control of which forms a part of the 
Modutrol installation, as does the con- 
trol unit heaters in entrance vestibules 
and sub-floor areas. 

Located in the penthouse above the 
14th floor ceiling level is the large 
central air-conditioning unit which 
conditions air for offices and corridors 


with each other) actuate the motor 
valve V5 installed in the cold water 
supply line to the spray heads. 

Thus upon a demand for cooling 
from thermostat Ts; or dehumidifica- 
tion from Hy, Vs is opened so as to 
permit cold water to the spray heads. 
During the heating cycle, a call for 
humidfication from Hy, will close V5 
so as to permit the warmer water in 
the reservoir to be recirculated through 
the spray so as to supply the neces- 
sary moisture to the air. 


Ready Sales to 


Delicatessen Stores 
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SPECIAL use for the Larkin 
f Vacuum Plate Coil (pictured 


above) is for cold salad plate service. 
Ideal for Cafes, delicatessen and other 
stores selling salads, cold meat plates 
and all perishable foods. A fuzzy, 
white frost appears on the coil which 
gives displayed foods an appetizing 
appearance. 


Send for special literature and prices. 
The Larkin Vacuum Plate Coil offers 
ready sales to live, hustling dealers 
and distributors. 


LARKIN 


Stock sizes available from 4” to 34” Refrigerating Corporation 


wide by 14 in length. Special sizes 
from 37” to 58” by 199” long. 

Originator and 
Manufacturers 


ATLANTA, GA., U.S.A. 


U.S. PATENT No. 1.776235. 
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re-heating stage by-pass dampers ac- 
tuated by motor My». Room thermo- 
stat Tg and duct controller Ty jointly 
serve as the second reheating stage 
control by proportioning the steam 
flow to the reheating coils. 

When thermostat Ts, normally in 
command, becomes satisfied, duct con- 
troller Ty serves as a low limit control 
during both heating and cooling cycle, 
preventing the delivery air tempera- 
ture falling to a point where drafts 
and air stratification become apparent. 

Room thermostat Tg is set slightly 
lower than Ts so that as the dry bulb 
temperature in the cafeteria rises 
above the temperature for which Tg, 
is set and reaches the range of thermo- 
stat Ts, the summer or cooling cycle 
is automatically called into play. 

A main cafeteria exhaust fan, and 
a food counter exhaust fan, dis- 
charge into a common duct which con- 
ducts exhaust air from the cafeteria 
to the atmosphere as shown. When 
the main exhaust fan alone or together 
with the food counter fan is started 
and stopped, the two-position motors 
Ms and My, cause 100% _ exhaust 
damper opening. Should the _ food 
counter exhaust fan be operated in- 
dependently, however, only 25% of 
the exhaust damper area is opened 
and closed with its starting and stop- 
ping. 

Thus the control system is designed 
to detect a small change in tempera- 
ture or humidity, and responds so as 
to guide operation of the air-condition- 
ing system in maintaining uniform 
comfort to cafeteria occupants every 
day in the year, Minneapolis-Hone,- 
well engineers state. 

This chart, shown above, was re- 
corded on June 21 of this year in the 
cafeteria served by the air-condition- 
ing unit described above, and is sig- 
nificant for three reasons, they point 


out: (1) because of the uniform dry 
bulb temperature maintained at all 
times, (2) because within the 24-hour 


period during the recording a varia- 
tion from 58° to 84° F. in outside 
temperature represented both heating 
and cooling demands on the air-condi- 
tioning system, and (3) because of the 
variable body heat emission which 
was large during meal hours but 
which was little or nothing between 
these times. 

The air conditioning system serving 
the office areas is very similar to that 
serving the cafeteria. This unit has, in 
addition, a return air duct which leads 
into the intake chamber of the system 
so that outside air or return air from 
an exhaust fan may be blended in 
proper amounts to deliver constant 
air temperature to the _ preheating 
coils. 

A duct thermostat in the air intake 
chamber regulates outdoor air, re- 
turn air, and exhaust air dampers con- 
nected to individual control motors so 
that as more fresh air and re- 
turn air is drawn through the system 
proportionately more air is exhausted 
and conversely. With this exception, 
the control of this unit is practically 
a duplication of that on the cafeteria 
air-conditioning unit described above. 


7 AIR CONDITIONERS SOLD 
IN ATLANTA 


ATLANTA — Seven air-conditioning 
sales in three weeks are plain sailing 
for E. F. Champion, air-cunditioning 
salesman for Advanced Refrigeration, 
Inc., which handles Frigidaire in 
Atlanta. Five of Champion's installa- 
tions were in offices and two in private 
residences. 


less 


NEW HUMIDIFIER WILL 
OPERATE WITH FURNACE 


OWATONNA, Minn. — King Venti- 
lating Co. here is bringing out a new 
winter air-conditioning product known 
as SunAire, which humidifies the air 
from a boiler or furnace in a base- 
ment. Designers of the system claim 
that it will maintain a relative humid- 
ity of from 45 to 50 per cent through- 
out the winter. 

The SunAire is installed between 
the heating plant and the chimney. As 
the chimney heat passes into the unit, 
it is directed into a U-shaped tube 
which is sealed so that none of the 
flue gases can enter the tube. The U- 
tube is connected to two grilles in the 
floor above, one serving as an intake, 
the other as an outlet for the moist 
warm air. 

A copper tube feeds city water into 
a coil in the hot air stream to heat 
the water for humidification before it 
is discharged through a fine spray noz- 
zle into the tube. Water that is not 
evaporated, together with dirt removed 
from the air, passes down a drain 
from the bottom of the U-tube. 

Heating the air in the U-tube causes 
expansion which results in a natural 
circulation of the air up through the 
outlet register, King engineers explain. 

It is claimed that the SunAire will 
reduce stack temperatures by 400°, 
with a corresponding saving in fuel. 
The unit is of copper construction, 
water tubing being of copper also, 
and connections of brass. 


RESTAURANTS, MUSIC STORE 
INSTALL SYSTEMS 


CLEVELAND—tThree sales of Gen- 
eral Electric air-conditioning equip- 
ment have been made recently by Rob- 
ert Sausaman, commercial manager 
of Electrical Housekeeping, Inc. here. 

Mr. Sausaman sold four EC-14 and 
three EC-3 air conditioners for instal- 
lation in Crosby’s Restaurant here, six 
EC-3’s for a jewelry and music store 


in Akron, and five EC-3 units for 
Damon's restaurant of Cleveland. 
G-E SALES SHOW GAIN 

NEW YORK CITY-—Sales of Gen- 


eral Electric oil furnaces and air-con- 
ditioning equipment in the first seven 
months of this year exceeded the total 
sales of the previous year. 


Out of the Air 


NEW JERSEY UTILITY 
APPLIES AIR COOLING 
TO DISPLAY ROOMS 


NEWARK—To provide comfort in 
the commercial office on the ground 
floor of the Newark Terminal building, 
a complete system of year ’round air- 
conditioning equipment was installed 
this summer by United Engineers & 
Constructors, Inc. of this city. Carrier 
equipment was used. 

In summer a temperature reduction 
as much as 15° F. will be provided by 
the 48% tons of Carrier centrifugal 
refrigeration machine which serves 
air-conditioning apparatus distributing 
air through a duct system to high ve- 
locity registers in the display reom. 
Relative humidity can be maintained 
at 50 per cent. 


Remove Appliance Heat 


The refrigerating system is called 
upon to remove a considerable amount 
of heat from numerous electric lamps, 
sales floor appliances, as well as the 
human load, its installers declare. The 
air-conditioning equipment operates 
automatically except for starting and 
stopping, and is reguated by a tem- 
perature control thermostat in the dis- 
play room. 

Operation of the system is described 
as follows: 

Air from the display room is drawn 
out through ducts in the walls to the 
air-conditioning apparatus located in 
the Terminal basement. 

Here a portion of the air is mixed 
with outside air and is passed through 
a dense spray of water in a spray 
chamber. This water is kept cooled to 
a temperature of 45° F. by the refrig- 
erating apparatus. The spray washes 
the air removing particles of dust and 
various impurities. At the same time 
it reduces the temperature of the air, 
thereby condensing out excess mois- 
ture (humidity). 


Eliminator Plates 


The air is then drawn past elimin- 
ator plates which remove particles of 
water in suspension. At this point the 
air which is now too cool to give a 
comfortable temperature on the dis- 
play floor is passed into a chamber 
to be mixed with air returned from 
the display room. In this chamber the 
air is given the proper temperature 
and humidity. 

From here the air passes through a 
filter of glass wool and is drawn to a 
distribution fan which forces the cool. 
clean and dehumidified air into various 
distributing ducts placed at the most 
effective locations throughout the dis- 
play room. The air is then forced 
through high velocity registers located 
near the ceiling which distribute it to 
all parts of the room. 

For winter operation, the cycle of 
air movement is practically identical 
with the summer cooling cycle. A 
portion of the air is recirculated and 
a portion of outside air is admitted. 

The outside portion is passed through 
heaters and then enters the spray 
chamber where it is given the proper 
humidity. From the spray chamber 
the air mixes with the remaining por- 
tion of recirculated air and passes 
through another bank of heaters to 
give the air the proper temperature 
for room circulation. 


Commercial Dealers for 


G-E Named 


DALLAS, Tex.—General Electric 
air-conditioning and commercial re- 
frigeration equipment is being retailed 


by D. J. Hostetter Co., San Angelo, 
Tex., and Maxwell & Son Hardware 
Co., Wichita Falls, according to Wil- 


liam I. Wilt, advertising and sales pro- 
motion manager of Electric Household 
Appliances, Inc., distributor here 
which made the appointments. 

The new dealers are carrying all 
types of compressors and chilling 
units, storage cabinets, display cases, 
water coolers, bars, and beer cooling 
equipment. John W. Whitten is direct- 
ing sales for D. J. Hostetter Co. 


Two weeks exposure to the air of an apartment house rcom resulted in 
the collection of this dust and dirt on the gauge screen of the air 
filter in a G-E air conditioner. 
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SERVICE 


NEW HANDLING TRUCK 
HAS DOUBLE WHEELS 
FOR CLIMBING STAIRS 


ALBION, Mich.—The Service Caster 
& Truck Co. with headquarters here 
has just brought out a new refriger- 
ator handling truck with an auxiliary 
assembly which can be attached to 
permit service and installation men 
to carry a cabinet up a stairway. 

The truck uses two rubber-tired 
wheels to carry the cabinet over a 
horizontal surface, with the refriger- 
ator balanced at an angle, and two 
extra detachable rubber-tired wheels 
on separate axles which permit pull- 
ing the truck up stairs. 

A set of casters on the front of the 
truck permits the installation man to 
move the cabinet across the floor in 
an upright position. Another set of 
casters is used to roll a cabinet across 
the floor in a horizontal position. 

Another feature of the truck is the 
elevating device by which spinning a 
handwheel transmits action through a 
worm gear and sprocket to a chain 
hoisting arrangement. The hoist locks 
automatically in any intermediate 
position. 

The truck is built entirely of steel, 
with welded construction. All points 
contacting the cabinet finish are 
rubber-faced, and all wheels are 
rubber-tired and turn on roller or ball 
bearings. Lifting platform is 10% by 
29% in., handles are 59 in. long, and 
the complete truck weighs 120 lbs. 


OPERATING POINTERS 
ON HIGH SIDE FLOATS 


DETROIT — Household refrigera- 
tors using the high side float valve 
flooded system with a small amount 
of refrigerant in the low side, as in 
small models, should not be allowed 
to pump oil into the liquid receiver, 
according to Kelvinator Service News. 

Approximate amount of refrigerant 
that will remain in the liquid receiver 
is only about 1 lb., the balance of the 
total charge for any particular model 
being in the low side of the system, 
it is pointed out. Thus the SOs charge 
in a Kelvinator D-55 is 1 Ib., 8 oz.- 
the 1 lb. remaining in the liquid re- 
ceiver, and the 8 oz. in the low side. 

If a system with such a small 
amount of refrigerant in the low side 
is permitted to pump oil into the liquid 
receiver, the oil will raise the float 
valve the same as refrigerant, and 
will operate as though overcharged by 
frosting the suction line. However, 
after the oil has again been carried 
back to the crankcase, operation will 
be normal. This may require several 
days. 

When a system with a small charge 
of refrigerant in the low side shows 
definite indications of being low on re- 
frigerant, first check the suction and 
discharge pressures. The suction pres- 
sure will be much less than normal, 
and the discharge pressure will be 
slightly less than normal. 

Then check for leaks. 

Next balance the pressure on the 
low side. It may be necessary to in- 
troduce a little refrigerant from a 
cylinder into the low side through 
the compressor suction service valve 
if the low side has a deep vacuum. 

Then remove the compressor oil 
plug and measure the oil in the crank- 
case. The normal! level for oil in the 
CA compressor is about 2% in. and in 
the CB is about 2% in. By measuring 
the oil in the crankcase it can be de- 
termined if much oil has gone over 
into the liquid receiver. 

If the oil stands at 2 in. there is 


no reason to believe that a repeat 
call will result after adding refrig- 
erant. Add refrigerant in the usual 


way until the suction line frosts but 
not up to the compressor suction ser- 
vice valve. This will clear up when 
some of the oil has returned to the 
crankcase. 

If the crankcase has only *% in. oil, 
there is sufficient oil in the high side 
of the system to be troublesome. There 
are two ways to correct this condition: 

1) Remove the condenser and liquid 
receiver together. Blow out the liquid 
receiver by holding it upside down and 
opening the purging service valve. 
Add enough oil to the crankcase to 
bring the level up to 2 in. Evacuate 
the system and charge the proper 
amount of refrigerant into it. 

2.) Add refrigerant in the usual way 
until the suction line frosts but not up 
to the compressor suction service 
valve. When done in this manner it 
will be necessary to come back after 
two or three days and check the equip- 
mena as more refrigerant may have to 
be added. 
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Inspection Light 


EAST PITTSBURGH, Pa. — This 
peep-hole light is helpful in searching 
out small parts of equipment to be re- 
paired or inspected. It enables the re- 
pairman to inspect the bearings, oil 
rings, and small parts of motors and 
other equipment without disassembl- 
ing. 

Installed at the East Pittsburgh 
works of the Westinghouse Electric & 
Mfg. Co., this inexpensive miniature 
spot light was constructed from an 
ordinary fountain pen type flashlight. 
It is attached to a flexible cord and 
arm in a convenient position over the 
bench and is energized with a small 
transformer mounted on the wall. 

As the ordinary extension light is 
rather cumbersome and cannot be 
used for getting into the interior parts 
of small apparatus, this trouble light 
has proven itself to be a time saver 
and a valuable addition to the inspec- 
tion bench. When not in use the light 
may be placed in the receptacle at 
the end of the arm and swung aside 
until needed. 


New Howell Motor 
Has Terminals 


For 110 & 220 


HOWELL, Mich.—Featured by a 
new terminal box which permits con- 
version from 110- to 220-volt operation 
(or vice-versa) by simply changing 
bind post connections, the new line 
of Howell “Built-In” capacitor motors 
has just been announced by Howell 
Electric Motors Co. The new motors 
are built in fractional horsepower sizes 
for electric refrigerators, oil burners, 
pumps, etc. 

Another feature of the new motors 
is the fact that they can be operated 
in either direction, reversal being ac- 
complished by reversing connections 
of two leads in the terminal box. 

The motors are built with rubber- 
mounted frames for service in electric 
refrigerators, and with rigid-mounted 
frames for applications where vibra- 
tion is less objectionable. Like previ- 
ous models of Howell capacitor 
motors, the new line has the capacitor 
built inside the frame. 


NEW TINNING STICK WILL 
PERMIT FASTER SOLDERING 


PHILADELPHIA—American Solder 
& Flux Co. of this city has developed 
a new tinning stick containing fluxing 
ingredients which, the company claims, 
will penetrate rust, grease, paint, and 
permit soldering to metals or thei! 
alloys without previous preparation 
The substance is known as Tinol, and 
sells for 35 cents a stick. 

The same material in the form of 
a powder is offered to re-coat metal 
that has been welded and the coating 
burned by heat. This is produced in 
four grades, brand A for re-tinning, B 
for re-soldering, C for re-leading, and 
E for re-galvanizing. 

The powder may be mixed with 
water and applied with a brush, ac- 
cording to F. D. McBride, or sprinkled 
on the surface to be coated and then 
heated. Since the material contains 
its own flux, an operator needs only to 
apply heat after the coating is laid 
on, Mr. McBride points out. 


GAIR INCREASES FACTORY 
FORCES IN MILLS 


NEW YORK CITY—Two hundred 
fifty employes are being added to the 
corps of factory workers of the Robert 
Gair Co., Inc., manufacturer of paper- 
board and paperboard products here, 
as a result of that organization’s ac- 
ceptance of the NRA provisions, ac- 
cording to E. Victor Donaldson, presi- 
dent. 


Service Men’s Organization Could Act 
To Raise Incomes, Says Detroit Man 


By Elston D. Herron 


DETROIT—If independent service 
men would organize and agree to stop 
knocking each other and to raise their 
service standards, they would boost 
their own incomes considerably, and 
their reputations tremendously, thinks 
Serviceman Charles S. Abel of De- 
troit. 

Mr. Abel bases his observations up- 
on four years’ experience as a partner 
in the United Refrigeration Sales & 
Service Co., independent service organ- 
ization here. He is a strong believer in 
service men’s associations, and thinks 
they are the best means the independ- 
ents have of maintaining their pres- 
ent volume of business. 

Mr. Abel is quite certain that the 
only way to stop harmful practices 
is to band the independent service 
men together, point out the faults in 
their present system of operation, 
then clear them up throughout the 
ranks of all service organizations in 
the locality. 

Organizations for independent ser- 
vice men can, with hard work, ac- 
complish another important thing 
the establishment of greater good will 
between manufacturers and_ service 
companies. To the average independ- 
ent, this is exceedingly important, says 
Mr. Abel, because getting parts and 
accessories from many (not all) manu- 
facturers is a job that is “plenty 
tough.” 

Until four years ago, Mr. Abel was 
connected with the Zerozone sales and 
service company in Detroit. When he 
left that organization to become an in- 
dependent service man, he retained a 
number of the customers he had served 
as a Zerozone representative. 

Since that time, he says, he has nev- 
er solicited service work from any re- 
frigerator user, either personally or 
through representatives. His business 
has grown by the addition of custom- 
ers who have had the United Refrig- 
eration organization recommended to 
them by old clients of the company. 
Eighty per cent of the company’s busi- 
ness is on domestic refrigerators. 

When a call comes in at this com- 
pany, the man on “telephone duty” fol- 
lows a rather definite procedure in 
questioning the customer as to just 
what is wrong with the refrigeration 
unit in question. In most cases, says 
Mr. Abel, this enables the service man 
to diagnose the trouble and gives him 
some idea of the materials which 
should be taken to the home or store 
to repair the machine. 

Result of this practice is that ser- 
vice is speeded up—to the mutual ad- 
vantage of the customer and the ser- 
vice company. The customer is pleased 
with the time required to make the 
repairs. And the company’s men have 
more time to take care of other calls 
than they would if they made a prac- 
tice of inspecting a machine before 
bringing the necessary parts for re- 
pair. 

Genuinely good refrigeration service 
work is considerably more than the 
expert repair or adjustment of a re- 
frigeration system, says Mr. Abel. 

“When a company has developed a 
clientele, when it has serviced the 
same machines over a period of years, 
when its men are familiar with the 
nature and peculiarities of customers’ 
machines, and can often tell what is 
probaby the trouble with a machine 
merely by hearing the name of the 
owner—then service work is what it 
should be,” Mr. Abel observes. 

He believes that one of the best 
ways to maintain this “personal touch” 
in the service business is to minimize 
the rate of turnover of his employes, 
and he makes every effort to keep his 
men with the company over a long 
period of time, if their knowledge of 
refrigeration is satisfactory. 

The company at present employs six 
service men, and one or two of them 
have been with the organization for 
three years. Until this year, Mr. 
Abel has paid his men on a salary 
basis, but is using the percentage sys- 
tem this year. Asked whether he likes 
the latter plan of payment better than 
the salary basis, Mr. Abel says 

“Yes and no. The percentage sys- 
tem has both advantages and disad 
vantages. It is good in that it gives 
the men a greater sense of responsi- 
bility, and makes them more industri- 
ous because the more service jobs 
they do, the more pay they'll get. 

“It is also advantageous because it 
makes the men quite thorough and 
painstaking in their work. We guar- 
tee every job for 30 days, and if a cus- 
tomer’s machine goes bad within that 
time, the man who repaired it must 
make the repeat call—free of charge. 
He loses time and money every time 
he does an inferior piece of work.” 

There is one disadvantage to the 
percentage plan, says Mr. Abel. It 
tends to make the service men over- 
sell some customers on the amount of 
parts or repair work needed, and such 
a practice doesn’t do a service com- 
pany any good, he points out. 

When the salary system of payment 
was used in the Abel organization, the 
service men were paid $30 a week, 
and $20 per month for expense in- 
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curred in operating their own automo- 
biles. 

January, February, and March are 
the company’s poorest months from 
the standpoint of business; May and 
June are far-and-away the best; and 
the other seven months are about the 
same in volume of work done. Busi- 
ness is considerably better this season 
than last. 

When one asks Mr. Abel what he 
considers the paramount rule to be 
followed in organizing and operating 
an independent service company, his 
answer is this: “Employ men who 
have a substantial, practical training 
in refrigeration service. It takes ser- 
vice experts to do work that will make 
customers call a second time —and 
without permanent customers, a com- 
pany can’t last very long.” 


NEW GRUNOW DISTRIBUTOR 
APPOINTED IN MINNESOTA 


CHICAGO Kelley-How-Thomson 
Co. of W. Duluth, Minn., has been ap- 
pointed distributor for the General 
Household Utilities Co. here, accord- 
ing to H. C. Bonfig, general sales man- 
ager of the manufacturing company. 
The organization will handle sales in 
northern Minnesota, North Dakota, 
and northern Wisconsin. 

R. H. Higgins, president of the dis- 
tributorship; R. C. Barnes, manager of 


the radio-electrical department; and 
Mr. Newman, sales supervisor of the 
electrical department, visited the Gen- 
eral Household Utilities plant in Chi- 
cago recently to inspect its facilities 
and sign the franchise. 


WESTINGHOUSE ISSUES 
HOME SERVICE MANUAL 


MANSFIELD, Ohio. — Compactness 
and completeness characterize the 
new Westinghouse Refrigerator Book 
brought up to date to fit the Master 
Series line by Edna I. Sparkman, re- 
frigeration home economist with West- 
inghouse Electric & Mfg. Co. 

Faced with a limitation in the num- 
ber of pages her new recipe book 
could contain, Miss Sparkman achieved 
the present hand volume after care- 
ful study and attention to essentials. 
Most notable is the fact that the 46 
pages of the new book seem to con- 
tain all the vital information former- 
ly printed in 76 pages of the old one. 

“The plan we followed,” stated Miss 
Sparkman, ‘was to simplify and ab- 
breviate the recipe sections by giving 
a basic recipe at the beginning of each 
chapter, following it with variations 
of the principal formula. Thus, instead 
of giving individual recipes for vanilla 
ice cream, chocolate ice cream, etc., 
we simply used two standard recipes 
for cooked and uncooked ice creams, 
listing variations in flavor below.” 

The section devoted to care and use 
of the Westinghouse refrigerator has 
been cut almost in half by elimination 
of unnecessary detail and certain tech- 
nical tricks of smaller type, less bor- 
der, fewer illustrations, etc. 

Such technical changes have saved 
space in other parts of the book. Beau- 
ty of illustration, however, always not- 
able in Westinghouse recipe manuals, 
has not been sacrificed. 


REPL ACEMENT ~ : LOWEST PRICES 


PARTS ,, vis, 


Write for 
New Catalog 
REFRIGERATOR PARTS CO. 
2021 S. Michigan Ave. CHICAGO, ILL. 


How to Get a FREE COPY 


Paper cover, size 6x9 inches. 


Special Trial Subscription Order 


Business News Publishing Co. 


550 Maccabees Bldg., Detroit, Mich. 


19335 


Enclosed find $1.00. Please enter my subscription to 
ELECTRIC REFRIGERATION NEWS, the weekly newspaper 


of the industry, for a 17-week trial period and send me 
a FREE COPY of the new BEER COOLING EQUIPMENT 
DIRECTORY and HANDBOOK to be issued Sept. 1. 


Name 


Company 


Street Address 


City and State .... 


[] If you are already a subscriber to ELECTRIC 
REFRIGERATION News, check this square and your term 
will be extended for 17 weeks. 


ERN 8-30-33 


es oe S Fira, — a oe aN ree PN AE es sata sae er as Se ale ER ae URI els ay Se Se re Or OR ee ee ee ee ee ee Os ).cii a rE, Co oe er aL et A Se 
an : ye 8 Bae Bee a ae ie wee ome? os Pee one tater ae ee 2a ress ee er ae are eae Sas ae eo a BBS ~eee ie ae es et oe pp Si Rg ge 
ae io Se eRe SES cra eee ee mee eens Mae eerie es (Sea ER Sle dR enim ae pi Sins Doe A PEE ee Se Sse ae I ae ci, edi eicioant woes error ara = ncaa a ee ee pe gt Teaco: a we) My eRe oil ae. 
5 EET, SE RETR EY OS BRN” |“ R BPR Ee rarer cane a err ae ea Oe WN RMN RLS REN MAMORU Rar Yr Bal OCGA RCC a  -  O D CORRE 
ay — a ae re ee ee em ly iene eae dN a ee Viegas oot pik, AI ABR 8 ie ee etn TOM aT Re 
Pat ea WO cn ek rer po Read: (nee ev ba NX eee peas ai Po ce a een . Ve abe noe GEN, aE RES RES cog Ae se gh eg TE “peta hea ee ae Me es 
- : 
Le Ee ee ee ee OE ee eee SE ie 
= oe PS 
oS e : S a | rs “i a = ay 2 A 
ete) Bhs PEN Y. 
} ihe 2h ge eres limes Pt eee = 
eta AS” cal tiie PF ie a 
3 4 F — ‘ ae i : 
See & SR Falk. tree eee : 
Me ee 2. oe as Ce 7 
i . . aia > me ae ta 
| ot ~ ns Ens igs ies ee ig 
r ii: foe pe ci = ae a9 
ty ae Sat 2 a 
- ar. oa | ie 
: ae at : 
La %! Sy. 4 Wi ee 
a . : — 
ee j vi. ge Ee 
» "J ' ’ *f 7 a 3 ut 4 
a- : a 
ts “6 ry ) ~ 3 ae 
2 ~ ae: a > KS an ca ene 
3 \. 7 eter 
j . ey ae oe . “4 bs a 
ee x a 
arta & ae a 
ies he a, 
ao ees see 
| | Clee ers 
— 
ee ee 
| FAST SERVICE : 
| ie Sie al o _ 
eet 
; ae cs ones 
as Negi . 
a att 
, Pe i a 
| | | | ee 5 2 Gi. -_ 
| | aa | a ae 
= eis Tey 
. | mer ‘4 ua = 
| “omer \ a 
| | \v) \ ictal 
b | . Coe gre? fe 
| | | port an >) 
ot yes PB Fi 
\ pre _ geet’ ” e* aoe Ba 
) ier” tor? jae tai 
| Pra) \e Pr hoe % , 
) 108 sr er?” seh ~ ett a K, 
Cd ow s a, : 
ore 6 use gret® — 
« at ‘ ape?! crave a 
) 07” pelt _s a ee 
l ter we ae oat ae . gee : 
eles ows * chen + i 
. | ce grotto! a Cc quret® pure” is 
‘ + < ba. i 
| mohele nemree®  qneneltl geet a 
yew" a® ont = a. am 
er” gl? 2 
1 owe we es = 
. ta’ a rack io — j4 
vies wo , ae eee 
F cee \sh! , Ss aes 
L os 
4 $ eve ewe pie 
- \ pew a a ss) “ hog 
3 \ gre ® rw gat \o ywew s : “aie 
) \ sv ,nie* o? <o8" a ii 
p \ ge rie) nee ee a 
\ ac x80 o' * = 7” 
\ ct ah o¥ > : 
\ eat ak > ; 
\ st \G atl 
\ v at® ae 
t * _— 
1" ta 
: - : 
d : 
, 
e PT 
\- 
é cc 
d 
e 
ee ’ : 
¥ 
my s 
a yi: pe aoe. 
pe Po ae 
2s ae 
| etn 
] | fet 
| _ | iegesens pracennaie a 
“Sai 
} ae 
| a qi 
| amet 5 
| reef . 
ie = “aig 4 
ci 8 a pind 
: re 
fe ae 
A 
rs ies 
. Fae iat ~” 5 Sr ie 
; = - ; a mH , * a ; ids : OE Po PE a Se PE ee se ly yo” aon a te aes ee : a ha 
for fo ye 
. Y - io : 1 7 , i £ 
“— \y ating 
we RO ME : 
ae an ry 
7 os 2 say 
sc itsiubeniiad uses seis - , ' im : ' 


ELECTRIC REFRIGERATION NEWS, AUGUST 30, 1933 


: ISSUED AUG. 22, 1933 


18924. ABSORPTION METHOD AND 
APPARATUS. Edmund Altenkirch, Fred- 
ersdorf, near Alt Landsberg (Ostbahn), 
Germany, assignor, by mesne assignments, 
to The Hoover Co., North Canton, Ohio, 
a Corporation of Ohio. Original No. 1,615,- 
353, dated January 25, 1927. Serial No. 
7,696, Feb. 7, 1925, and in Germany Feb. 
14, 1924. Application for re-issue July 20, 
1927. Serial No. 207,281. 17 Claims. (Cl. 
62—119.5.) 

6. That improvement in the art of re- 
frigerating through the agency of an ab- 
sorption system including a generator, an 
evaporator, and an absorber connected to 
afford circulation between them and con- 
taining a plurality of complementary dif- 
fusing agencies in the evaporator which 
consists in creating a liquid column pres- 
sure head within the system, producing 
circulation between the generator and ab- 
sorber due to said head and circulating 
said plurality of agencies into and out of 
the evaporator. 


1,923,170. EVAPORATOR. Franklin G. 
Slagel, Buffalo, N. Y., assignor to Fedders 
Mfg. Co. Inc., Buffalo, N. Y., a Corporation 
of New York. Application May 13, 1929, 
Serial No. 362,806. Renewed Jan. 10, 1933. 
8 Claims. (Cl. 62—126.) 


2. In an evaporatdr adapted to contain 
a body of liquid refrigerant and 
depending 
fa 
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oil, a 


header, tube loops from the 


1,923,170 


header and in open communication there- 
with, and an open pipe extending through 
one leg of the tube loops and into the 
header. 


1,923,171. EVAPORATOR. Franklin G. 
Slagel, Buffalo, N. Y., assignor to Fedders 
Mfg. Co. Inc., Buffalo, N. Y., a Corporation 
of New York. Application Aug. 13, 1930. 
Serial No. 475,033. Renewed Jan. 10, 1933. 
8 Claims. (Cl. 62—95.) 

1. In an evaporator for refrigerating sys- 
tems, a header adapted to contain a body 
of liquid refrigerant, means for admitting 
refrigerant into the header to maintain the 
liquid body substantially constant, a tube 
depending from the header including legs 
having their open ends in open communi- 
cation with the liquid body, and a plural- 
ity of parallel tubes in planes beneath the 
header, said tubes extending laterally from 
said depending tube and having their ends 
connected in open communication with the 
interior of the legs of the depending tube 


1,932,172. EVAPORATOR. Franklin G. 
Slagel, Buffalo, N. Y., assignor to Fed- 
ders Mfg. Co., Inc., Buffalo, a Corporation 
of New York. Application Aug. 13, 1920. 


Artic 


(R & H Methyl Chloride) 
The IDEAL 


Refrigerant 


Strict production 
control and analytical tests on 
ARTIC before shipping assure 
you of receiving a product 
always pure and uniform, always 
up to rigid specifications. That 
is why ARTIC, the Ideal Refrig- 
erant, always gives satisfactory, 
trouble-proof refrigeration. 
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E. |. DU PONT DE NEMOURS & CO. 


Incorporated 
The R. & H. Chemicals Department 
Wilmington, Delaware 


rust, 


Manufacturers of ELECTRIC 


CHICAGO MOLDED 
2155 Walnut St. 


RORGE. 


ROLLATOR 
REFRIGERATION 


Bakelite, 
moisture, 


REFRIGERATORS AND AIR CONDI- 
TIONERS should have our Catalogue No. 101. 


Serial No. 475,034. Renewed Jan. 10. 3 
Claims. (Cl. 62—126.) 

1. In an evaporator for refrigerating 
systems, a header means for maintaining 
a body of liquid refrigerant in a header, 
a plurality of similar tubes each bent to 
form similar double vertical and horizont- 
al sections, the ends of the tubes being 
connected to the header on communica- 
tion with the liquid body and the vertical 
sections being alternately disposed on op- 
posite sides of the header, and sleeves 
extending longitudinally in superposed re- 
lation and contacting with the tube sec- 
tions on at least two sides. 


1,923,191. COMBINED AUTOMATIC RE- 
FRIGERATOR AND MILK BOX. John F. 
Dailey, Rochester, N. Y. Application May 
17, 1929. Serial No. 363,874. 5 Claims. (Cl. 
62—65.) 

1. In combination with a refrigerator, of 
a compartment insulated from the refrig- 
erator, a door at each end of said com- 


partment a passage elading into said com- 
partment from said refrigerator, a passage 
leading out of said compartment into said 
refrigerator, means for simultaneously 
closing said passages, and means operated 
on the opening of said door to close said 
passages and keep said passages closed 
while said door is open, said means op- 
erating to open said passages on the clos- 
ing of said door. 


1,923,319. ICE BUNKER FOR REFRIG- 
ERATOR CARS. Albert E. Mackey, 
Rochester, N. Y. Application Sept. 16, 1932. 
Serial No. 633,483. 1 Claim. (Cl. 62—19.) 


1,923,451. REFRIGERATING APPARAT- 
US. Joseph Miller, Minneapolis, Minn. Ap- 
plication Dec. 31, 1931. Serial No. 584,122. 
3 Claims. (Cl. 62—117.) 

1. A refrigerator truck comprising a 
frame having an engine mounted thereon 
and provided with an exhaust pipe, a 
driver’s seat, a body spaced from said 
seat and having a food storage compart- 
ment, a refrigerating apparatus compris- 
ing a plurality of stills having ammonia- 
absorbing liquid therein, a_ refrigerator 
coil in said compartment, a condenser, 
pipes connecting said refrigerator coil and 
said condenser to said stills whereby they 
are in circuit therewith, a heating coil 
in each still connected to the engine ex- 
haust pipe, control means convenient to 
the driver's seat for selectively controlling 
the operation of said heating coils where- 
by the stills may be successively operated 
to distill the ammonia from the liquid 
therein and thereby maintain substantial- 
ly a constant supply for the refrigerator 
coil, and other control means for selec- 
tively controlling fluid circulation between 
said stills and said refrigerator coil. 


1,923,468. AUXILIARY TEMPERATURE 
REGULATOR THEMOSTATICALLY CON- 
TROLLED GAS-FIRED REFRIGERA- 
TORS. James A. Whittington, Chicago, 
Ill., assignor to The Peoples Gas Light 
and Coke Co., Chicago, Ill, a Corporation 
of Illinois. Application Sept. 5, 1929. Serial 
No. 390,506. 12 Claims. (Cl. 62—5.) 

1. In a gas-fired refrigerator, in com- 
bination, a gas supply line, a thermostatic- 
ally controlled valve in said line for con- 
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trolling the flow of gas therethrough, an 
auxiliary regulator interposed in said line 
in front of said valve, and a by-pass line 
across said valve, said regulator being ad- 
justable to control said by-pass line and 
to cut off the supply of gas to said valve 


APPARAT- 
Mass 


412,247. 


REFRIGERATING 
Baird, Winchester, 
Application Dec. 6, 1929. Serial No. 
11 Claims, (Cl. 62—91.5.) 

1. The method of controlling the 
point of a volatile liquid which comprises 
sealing a quantity of said liquid with a 
quantity of inert gas in a gas-tight 
tem, and altering the cubic capacity of the 


1,923,472 
US. William F. 


bo ling 


sys- 


system while thus sealed. 


Shelf Studs, 
Door’ Knobs, 
Dials, Name Plates, Pointers 
and Handles, molded of 
Durez, Plaskon or Beetle resist 
corrosion and most acids. 


Sent free on request. 


PRODUCTS CORP. 
Chicago, Ill. 


106,614 Household Electric Refrigerators Sold 
By 12 Manufacturers in July, 1933 


Reported by Refrigeration Division of 
P rigid daire, General Electric, Gibson, 


National Electrical Manufacturers Associati 
Grigsby-Grunow, Kelvinator, Norge, Servel, fraper, 
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U. S. A. INVENTORIES 
Pactory, Branch, and 
HOUSEHOLD World Sales Warehouse Dealers and Distributors 
Lacquer (Ext.) Cabinets with Systems Quantity Dollars Quantity Dollars Quantity Dollars 
D, Wee Ge GUE Be vs cd vcvccvssacses 1,865 99,596 897 55,435 1,604 84,475 
2. oe OF ree 32,727 2,022,551 30,103 1,927,375 23,625 1,481,855 
3. OD Be ee sis os cect renaes 10,013 697,656 7,680 528,685 9,164 645,741 
4. C2 Be Se Bei cdc cssccscewess 16,248 1,283,859 7,911 706,985 15,992 1,387,793 
Sei ee: flO ere 13,115 1,328,844 10,913 1,077,247 7,676 656,940 
6. Ce Se NE NO oc sho cc wesoteaves 1,229 148,577 2,433 319,215 2,399 282,985 
F... BR BI GN GE on oi cies civ ceeccts 152 27,155 1,513 281,575 474 91,284 
BS FR tO Be CMOS F006. icc vcccvicveess 50 10,490 355 76,836 81 17,810 
ee Serre ere Teer 12 3,423 221 57,281 53 13,964 
Be EE EY bab ees Soeese ard oeesceees 75,441 5,622,151 62,026 5,030,634 61,068 4,662,847 
Porcelain (Ext.) Cabinets with Systems 
ee eer ere 77 4,794 152 8,928 171 10,022 
12. Ee eee re ree 3,053 235,003 6,582 531,569 2,984 232,859 
13. ee Se Ons 6'0.66-06065 5000600 1,451 126,758 1,101 94,539 2,215 214,254 
14. 2 ee FS” re ee 7,210 686,798 9,065 868,371 6,475 657,978 
15. a we FO UE RS rerrr rrr 10,395 1,231,609 14,644 1,709,371 7,660 904,037 
16. oe fees 3,184 424,472 2,418 313,437 2,863 388,952 
Bes BO Sie Se BIE cove veciesicssces 1,054 174,439 1,400 247,490 924 161,570 
| ee eee 449 85,893 1,821 346,559 449 87,497 
a Bee Se ee Oe BOE ook ecciccce caves 66 17,102 1,093 285,463 194 54,328 
oo 60.84 eR eR Okaee se o0.04n 26,939 2,986,868 38,276 4,405,727 23,935 2,711,497 
21. Total Lines 10 | 10 and “20. ape eee cane seh ee 102,350 8,609,019 100,302 9,436,361 85,003 7,374,344 
ee en 3,320 153,192 9,203 436,639 1,380 47,980 
23. Separate Household Low Sides......... 944 16,001 4,738 84,650 662 12,318 
24. Total Lines 21, 22, and 23.............. —— llti(t*”*é*””:*C*C mM —iC~—S"=sé#én ws we —S 8 8 =—té cues 
25. High Sides Under % hp.........ssccces 1,502 53,985 1,862 91,023 448 22,639 
26. Cabinets—No Systems ................. 239 14,367 14,363 574,775 118 , 13,293 
28. Total Household ..................00.05 00 awe es 8846,564; —..... 10,623,448; = ..... 7,470,574 
COMMERCIAL 
31. Water Coolers with High Sides........ 1,494 159,333 7,951 811,077 3,260 349,671 
32. Water Coolers with No High Sides.... 144 7,362 646 32,645 147 5,430 
33. Ice Cream Cabinets with High Sides... 463 57,890 2,450 331,311 102 12,700 
34. Ice Cream Cabinets with No High Sides 349 38,009 3,477 424,339 242 27,789 
35. Milk Coolers with No High Sides...... 1 50 7 1,296 26 4,814 
36. Room Coolers with High Sides........ = =«-—swwuee ts ww es 1 523 3 523 
37. Room Coolers with No High Sides..... 434 43,256 1,873 187,934 291 28,939 
38. Extra High Sides, % hp. and Up....... 6,820 718,300 10,917 1,232,107 3,870 479,060 
39. Total Lines 31, 33, 36, 38, and 42....... —  . Sees a 8 8=—_sC=# thvnts a 8 = ~___ vee 
40. Extra Commercial Low Sides.......... 8,131 240,845 16,770 534,231 4,566 162,108 
41 Miscellaneous Cases and Cabinets..... 90 | ae 357,049 osben 95,684 
. Beverage SN PO ©. ct erciaheviegere< 1,083 68,2 2,762 178,492 852 52,739 
43. ‘Total Commercial . Se KesAGANSEUASELCERERS.  . -  . eae-Oh ae 0 —«—=C 4,091,008, nae 1,219,556 
44. Totals—Household and Commercial. . bese 10,204,068 ....-. *14,849,452 | nee **8, *8,690,13 130 


*The total of the figures by sizes and kinds “does not agree with the total figure shown, namely $14,849, 452, because e of the failure 

to supply the detailed information by all companies. 

The number of companies reporting inventories at factory, branches, and warehouses was 10. The percentage of total sales of these 
B%. 


10 companies was 


**The number 
companies was 


*e*Beverage Coolers with and without Hig 


of companies reporting inventories of dealers and distributors was 9. 
1.8% 


h Sides. 


The percentage of total sales of these 9 


Electric Refrigeration Sales in Philadelphia Area 


Reported by the Electrical 


conaery to June, 1933, Inclusive 


Association of Philadelphia 


1933 “% 1939 1932 

1933 1932 1931 Increase or 1933 1932 Increase Aver- Aver- 

Units Units Units Decrease Retail Retail a age 

Month Sold Sold Sold Over 1932 Value Value Decrease Price Price 
January 1,033 1,545 917 —33% x 206, 740 $ 340,083 39% $200 $220 
February 1,107 1,711 992 —35% 212,167 373,115 —43% 192 218 
March 2,072 2,365 2,545 12% 380,358 520,221 —271% 184 220 
April 4,621 4,473 5,178 + 3% 831,969 945,777 -12% 180 211 
May 7,973 5,969 4,071 +33% 1,355,090 een + 5% 170 217 
PU cosas 11,399 7,104 3,681 460% 1,894,764 1,576,049 +420% 166 222 
Totals . 28,205 23,167 17,384 +828% "$4,881,088 "$5,047,789 3% $172 $217 

SALES BY PHILADEL PHIA ELECTRIC co. 

1933 1932 1931 Increase or 1933 1932 Increase Aver- Aver- 

1933 py 1932 

Units Units Units Decrease Retail Retail or age 

Month Sold Sold Sold Over 1932 Value’ Value Decrease P ad Price 
January 60 48 101 425% $10,970 $12,124 — 9% $183 $253 
February 134 67 190 +100% 25,587 20,026 44-27% 191 299 
March 142 116 186 +22% 27,097 28,703 — 6% 191 247 
April 394 354 391 +11% 72,965 84,614 —14% 185 239 
May 652 362 372 +80% 123,110 87,672 +40% 188 242 
June 948 384 435 +147% 176,945 94,939 +96% 186 247 
Totals 2,330 1,331 1,675 475% $436,674 $328,078 133 $187 $246 
Note: Utility sales approximate 3 per cent of total sales. , ‘ — | a 
Report covers sales in Philadelphia, Bucks, Montgomery, Delaware, and Chester 


counties. 
Report does not include sales of the fol 
Metropolitan Philadelphia area: 
Warner, Welsbach, 
1,923,522. 


REFRIGERATOR DEVICE. 


John N. Whitehouse, New York, N. Y. Ap- 
plication Oct. 23, 1931. Serial No. 570,694. 
4 Claims. (Cl. 62—1.) 


1. A sealed container having therein a 
readily freezable liquid, the walls of said 
container being made of translucent cel- 
luloid sufficiently thin to exhibit marked 
flexibility and elasticity characteristics 


1,923,547. APPARATUS FOR COOLING 


PASSENGER CARS. William J. Madden, 
Lansdowne, Pa. Application Oct. 20, 1932. 
Serial No. 638,729. 2 Claims. (Cl. 62—24.) 


1. In apparatus for cooling 
cars while not in motion, the 
of a platform truck placed alongside a 
passenger car in parallel arrangement 
therewith, an air refrigerator mounted up- 
on said truck with air inlet and air outlet 
passages at opposite ends thereof, a short 
flexible intake duct extending from the 
inlet passage of the refrigerator to a win- 
dow near one end of the car; a long flex- 
ible discharge duct extending from the 
outlet passage of the refrigerator to an- 
other window more remote from that end 
of the car, said intake duct being stiffened 
to prevent its collapse under suction, and 
said outlet duct leading through the win- 
dow to which it is applied and terminating 
in a nozzle directed toward the opposite 
end of the car, and a blower for effecting 
continuous circulation of air through said 
refrigerator and ducts, whereby a single 
closed system of air circulation may be 
established in which a high velocity cold 
air stream is projected toward one end of 
the car while warm air is exhausted from 
the other end of the car. 


passenger 
combination 


DISPENSING FAUCET. Don- 
ald H. Reeves, Dayton, Ohio, assignor to 
Frigidaire Corp., Dayton, Ohio, a Corpora- 
tion of Delaware. Application July 20, 1932. 
Serial No. 623,549. 4 Claims. (Cl. 225—23.) 

1. A faucet for beverages, drinking 

water, or the like comprising a discharge 
nozzle, a liquid supply line for said nozzle, 
a valve for controlling the flow of liquid 


1,923,585 


Bohn, Buckeye, 
Williams Oil- O- Matic, Ww urlitzer, 


lowing makes, all of which are sold in the 
Merchant & Evans, Puritan, Stewart- 
and Zerozone 


from said line to said nozzle, and an actu- 
ating member for said valve, said actuat- 
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1,923,585 
ing member having a portion positioned 
below said nozzle at such a distance and 


positioned with respect to said nozzle that 
said portion may be actuated by the hand 
while holding a cup in a natural manner 
below said nozzle in a position to receive 
the flow of liquid from said nozzle with- 
out danger of apliling. 


1,923,681. SOLENOID OPERATED 
VALVE. Ira E. McCabe, Chicago, Il. 
Application June 15, 1931 Serial No. 
544,517. 3 Claims. (Cl. 137—139.) 


1. A solenoid operated valve including a 
valve seat having a passageway there- 
through, a valve head having a similar 
passageway therethrough rotatable to bring 
said passageways into and out of register, 
a stem for rotating the head, an operating 
arm upon the stem for imparting rota- 
tion thereto, a solenoid core having a lost 
motion connection with said arm to allow 
the core to gather momentum before en- 
gaging the arm, a solenoid coil adapted 
to be connected in a controlled electric 


(Continued on Page 15, Column 4) 


Distribution of Nema 
July Sales by States 


Quantity of 
HOUSEHOLD 


ATES and 
hs i Low Sides 


Territories 


| Pr ererrr ere rer cre tre 
ine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 
New England Total 


Delaware 
Maryland & D. C...... 
New Jerse 
New York (State) 
Pennsylvania 
Eastern Total 


Kentucky 
Ohio 
West Virginia 
Bast Cemtral TFotal...............00. 


Alabama 
Florida 
Georgia 
North Carolina 
South Carolina 
Tennessee 
Virginia 
Southeastern Total 


Illinois 
Indiana 
Michigan 
Wisconsin 
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Minnesota ... 
North Dakota 
South Dakota yee waa 
North Central Total. ep ebsceeeaee een 


Iowa hMabeehseseks eiensine eh cee) ee 
BEAMORS. 6c secscs ekdhas caneuee +a a 
PEE ov obi snuses ETT Ter TT 
Nebraska .... 868 
Middle West Total. 7,026 
Arizona 344 
Wis gi wke been w eb bhek aks SReRRY 4,492 
PEL. £4) dew ities tod debi 165 
Pacific Coast Total.............. 5,001 
ct Dos bathe slid eOc66 @ bee Ob OeiD 264 
PED. bobs bh cbenees sowss evadaaes 356 
SEE. 5 a0 Pos OE WAU ed aN oreo be head eee 803 
tie ss cadaveaheabenke ets 456 
coe cb oi beh kobe ce ee bs 1,039 
Worthwestern Total ................ 2,918 
Colorado RGA OE Chh obeRSb cae b5% 754 
PT BOD. bvivdeeeoenwe 242 
oy.) erent r si 141 
Rocky Mountain Total errr Tere ry 1,137 
Arkansas ERT e ry ts Pere) Pere 680 
CR. .8iisk sheehen etUR Gaia eh bans 561 
ED 2660 0d606605d0.066 0466 6 de> 346 
CE ic 4k dud oceyse eabee ks aun Sada 1,375 
SY Cénie ceesend cies b06.605 bb hae 3,594 
Southwestern Total hwene os 065 0630068 6,556 
Total United States... pie4 b04080s.00880N 102,574 
Total Canada re ee eee ee 852 
Other Foreign (Including 

U. S. Possessions) peenpieees . 3,282 
Total for World ery vies ere eer Ty 106,710 
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BUYER’S GUIDE 


MANUFACTURERS SPECIALIZING IN SERVICE 


TO THE REFRIGERATION INDUSTRY 


A NEW EIN COIL 
by PEERLESS 


Wedge-locked and edge-locked aluminum fins on 
tinned copper tubing for methyl chloride, sulphur 
dioxide, F-12, etc..—aluminum tubing for ammonia. 
Absolute Metal to Metal Contact. 

A Superior Coil in which Soldered Return Bends have 
been eliminated. 

Priced to meet 1933 conditions. 

Write—Wire for Catalog. 


fi8ERLESS ICE MACHINE CO., 515 W. 35th St., 


Chicago, Il. 


— 


Dayton V-Belts 


For all makes and types of refriger- 
ators. There is a stock near you. 
Ask for price list and name of your 
nearest distributor. 


THE DAYTON RUBBER MFG. CO, 
Dayton, Ohio 
The World's Largest Manufacturer of V-Belts 


The Dayton 
CARRIER Track 


Deliver Your Refrigerators 
on Rubber 


Type X has 53 inch Handles and 8 
inch Rubber Wheels. Tyye Y has 70 
inch Handles, 5 inch Rubber Wheels 
and skids. 

Type X with one strap $16.00 


Type Y with one strap $17.50 
f.o.b. Dayton 


International Engineering Inc. 
Dayton, Ohio 
15 Park Row — New York 


Type Y 


RACKS 
KOILS 


KOOL 
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THE TRADEMARK OF FOUR 


PACE SETTERS 


IN COIL EFFICIENCY 


SUR-E-FEX 
FAN-E-FEX 
HUM-E-FEX 
SAN-E-FEX 


Fin Coils 


Diffusing Units 
Non-Dehydrating Coils 
Air-Conditioning Units 


SEND FOR NEW CATALOG DESCRIBING 
THESE SENSATIONAL DEVELOPMENTS 


REFRIGERATION APPLIANCES, INC. 


H. J. KRACKOWIZER, Pres. 


1342 WEST LAKE ST., CHICAGO 


KRAMER TURBOFIN 
UNIT COOLERS 


Five Models ranging from 20 to 80 Ibs. I.M.E. per hour 
(Have you a Copy of the New KRAMER REFRIGERATION CATALOG?) 


TRENTON AUTO RADIATOR WORKS 


Main Offices and Factory: TRENTON, NEW JERSEY 


NEW YORK: 241 West 68th Street 


PITTSBURGH: 5145 Liberty Avenue 


Brunner Commercial Refrigeration plus 


1 exclusive sales 


SULPHUR DIOXID 


_ANSUL CHEMICAL COMPANY 


MARINETTE @® WISCONSIN 


Rubber Ice Cube Trays 

No. 1344 (Ohio)—“The U. S. Depart- 
ment of Commerce has referred me to 
you as a source of information as to 
where I can buy rubber ice cube trays 
for electric refrigerators. My idea is 
to sell these trays from house to 
house.” 

Answer—iInland Mfg. Co., 15 Cole- 
man St., Dayton, Ohio. 


Larkin Licensing Agreement 

No. 1345 (Ohio)—‘“Please advise the 
status of other manufacturers in re- 
gard to manufacturing direct expan- 
sion finned coils, for commercial pur- 
poses. We understand that the Larkin 
Co. is licensing other manufacturers 
to make these coils.” 

Answer—See the Aug. 28, 1932, issue 
of ELectric REFRIGERATION NEws which 
reports the plan for licensing manu- 
facturers under the Larkin fin coil 
patents. 


American Beer Exposition 

No. 1346 (Wisconsin)—“As a_ sub- 
scriber to your paper I am asking for 
information about the American Beer 
Exposition to be held in Cleveland 
during the week Sept. 2 to 9.” 

Answer—Tentative plans for this 
exposition were announced in the Aug. 
3 issue of the News. For further in- 
formation, get in touch with Ralph 
Newman, managing director, with 
headquarters at the Hollenden Hotel, 
Cleveland, Ohio. 

Shelvador Patent 

No. 1347 (Canada)—‘“Is the Shelva- 
dor, which is incorporated in some 
refrigerators, a patented feature?” 

Answer—Yes, it is covered by U. S. 
patent No. 1,898,922. The Shelvador 
was developed by Frank West, refrig- 
eration engineer, and acquired by 
Crosley Radio Corp. about Jan. 1 of 
this year. 


Sales to Apartment House 
Receiverships 

No. 1348 (Dealer, Illinois)—“Some 
time ago there appeared in your 
columns an article concerning a court 
decision affecting the powers of a re- 
ceiver to purchase refrigerating equip- 
ment for an apartment house during 
the term of his receivership in the 
state of Illinois. Can you refer us to 
this issue?” 

Answer—Aug. 18, 1932. 


Nema Refrigeration Code 

No. 1349 (Distributor, Tennessee) 
“Please send us, or advise by wire, 
where we can obtain a copy of the 
preliminary code considered by the 
Refrigeration Division of Nema in 
Detroit, Aug. 10?” 

Answer—The proposed refrigeration 
code, supplementing the general Nema 
code which covers the whole electrical 
industry, will not be made public be- 
fore the Aug. 30 meeting of the Nema 
Refrigeration Division, and _ poss:bly 
not until approved by President Roose- 
velt. 


Sparklets 

No. 1350 (Pennsylvania) 
can I buy Sparklets bottles?” 

Answer—These bottles were widely 
distributed for several years by Spark- 
lets, Inc., 19 W. 44th St., New York 
City, but this company went out of 
business a year or two ago. It is our 
understanding that the bottles were 
manufactured in England by a parent 
company, but we have no record of the 
foreign address. 


“Where 


Refrigeration Training 
No. 1351 (Canada)—“As foreman of 
a company manufacturing cabinets 
here, I would like to study electric 
refrigeration. Can you refer me to a 
school teaching this subject?” 
Answer-—Utilities Engineering In- 
stitute, Wells at Kinzie St., Chicago, 
Ill. 


Household Sales Figures 

No. 1352 (Dealer, Idaho)—‘“Can you 
tell us if definite information is avail- 
able as to the volume of sales on 
household refrigerators of the leading 
manufacturers—-that is, the relative 
standing of the several large manufac- 
turers? We are under the impression 
that sales of household refrigerators 
are reported monthly, and that this 
information is public property.” 

Answer—We cannot furnish the 
sales figures by companies since the 
manufacturers do not release that in- 
formation. However, the 12 compa- 
nies holding membership in the Re- 
frigeration Division of Nema furnish 
their monthly figures to the statistical 
department of the association which 
prepares total figures of the Nema 
group. These totals only are published 
each month in ELectric REFRIGERATION 
News. 

In this issue of the News you will 
find detailed information regarding 
July sales and stocks. In the Aug. 2 
issue you will find a chart showing 
the monthly fluctuation of sales for 
the entire industry over a four-year 
period, and an interesting analysis of 


r 
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Nema statistics for the past two or 
three years. 


Refrigeration Association 

No, 1353 (Illinois)—‘Is there such 
an organization as an Association of 
Domestic Electric Refrigerator Manu- 
facturers? Where is it located, and 
who is the secretary?” 

Answer—Leading manufacturers of 
household refrigeration are members 
of the Refrigeration Division of the 
National Electrical Manufacturers 
Association (Nema). Headquarters of 
the association are at 155 E. 44th St., 
New York City. Louis Ruthenburg, 
consultant to the Refrigeration Divi- 
sion, is located at 2638 Book Tower, 
Detroit, Mich. 


PATENTS 


PAYMENT in advance is required for 
advertising in this column. 

RATES: Fifty words or less, one inser- 
tion $2.00, additional words four cents 
each. Three.insertions $5.00, additional 
words ten cents each. 


POSITIONS AVAILABLE 


WANTED man with investment to take an 
interest in large middle west refrigeration 
service organization and to assume charge 
of service and installation departments. 
Must be experienced, willing to work and 
able to assume responsibility. Splendid 
opportunity for right man. Give age, ex- 
perience and references. Replies will be 
held confidential. Box 586. 


(Continued from Page 14, Column 5) 


circuit, and means coacting with said op- 
erating arm to impart initial movement to 
the core when the solenoid is de-ener- 
gized. 


1,923,701. REFRIGERATOR DOOR. Geb- 
hard C. Bohn, St. Paul, Minn., assignor 
to Harold Bohn, St. Paul, Minn. Applica- 
tion Aug. 24, 1931. Serial No. 558,980. 2 
Claims. (Cl. 20—35). 

1. A refrigerator door construction, com- 
prising an exterior sheathing plate formed 
with a marginal, inturned flange, a back- 
ing frame adapted to fit closely within 
said marginal flange, said frame having 
a pair of end members and a pair of 
longitudinal side members, each of said 
end members having an extension formed 
integral therewith and adapted to have 
interlocking engagement with said _in- 
turned marginal flanged portion, support- 
ing hinges for said door on the opposite 
side from said interlocking projecting por- 
tions, and means passing through said 
supporting hinges and said sheathing plate 
and being imbedded into said frame to 
secure said frame to said sheathing mem- 
ber. 


1,923,810. EXPANSION VALVE. John G. 
Bergdoll, York Pa., assignor to York Ice 
Machinery Corp., York Pa., a Corporation 
of Delaware. Application March 14, 1932. 
Serial No. 598,840. 9 Claims. (Cl.62—8.) 

5. The method of expanding refrigerant 
in a plurality of stages, which comprises 


varying the expansion ratio in the last 
stage to maintain a substantially constant 
ratio in a prior stage. 


1,923,899. REFRIGERATION. Edward T. 
Williams, New Rochelle, N. Y. Application 
Aug. 2, 1930. Serial No. 472,585. 2 Claims. 
(Cl. 62—95.) 

2. A device of the class described com- 
prising an insulated cabinet, a closed tank 
within said cabinet adapted to contain a 
fluid, one or more receptacles within said 
tank adapted to contain a commodity to be 
heated or cooled, said receptacles being 
spaced from the tank in a manner to per- 
mit free circulation of the fluid about the 
same, a coil disposed about the exterior 
of the tank in intimate contact with the 
same ,a jacket enclosing said coil, and a 
filling for said jacket about said coil and 
of good heat conducting properties. 


1,923,986. COMBINATION ICE PICK. 
Charles Lorber, Louisville, Ky. Application 
May 2, 1931. Serial No. 534,659. 2 Claims. 
(Cl. 83—62.) 


1,924,007. FITTING. Albert J. Weather- 
head, Jr., Cleveland, Ohio, assignor to The 
Weatherhead Co., Cleveland, Ohio, a Corpo- 
ration of Ohio. Application Jan. 18, 1932. 
Serial No. 587,307. 4 Claims. (Cl. 62—115.) 

1. In a refrigerating system, a compres- 
sor, a condensing unit, and a cooling unit, 


conduits from the compressor to the con- 
densing unit and from the condensing unit 
to the cooling unit, a fitting carried by the 
condensing unit having a passage into the 
condensor connected to the conduit from 
the compressor, a second passage in the 
fitting leading into the condensing unit 
and connected to the conduit leading to 
the cooling unit, a venting passage in the 
fitting leading into the condenser, and a 


valve arranged in the fitting for control- 
lng the venting passage. 


FINANCIAL 
STATEMENTS 


Servel, Inc. 


NEW YORK CITY Net profit of 
$608,718 for the quarter ended July 31, 
after all charges including depreci:- 
tion and bond interest, was reported 
last week for Servel, Inc. and subsidi 
aries by Herbert H. Springford, pres:- 
dent, who released the report from 
Servel’s eastern headquarters here. 

This brings to $33,921 the organiza- 
tion’s net profit for the nine month 
ended July 31. In the previous quartcr, 
the company lost $333,998. Last yecr 
the company’s net profit for the quar- 
ter ended July 31 was $12,159, and it: 
net loss for the first nine months of 
its fiscal year, $210,742. 

During the last quarter, there was 
restored to burden reserve $275 000 for 
use during the winter quarter begin- 
ning Nov. 1, according to the report. 

Coincident with release of the above 
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POSITIONS WANTED 


YOUNG executive, ability to attract, high- 
est quality distribution. Dynamic and in- 
tensive in operations, exceptional analyti- 
cal ability with eleven years’ refrigeration 
merchandising experience, hermetic and 
conventional, domestic and commercial, 
desires connection as District Sales Man- 
ager with reputable manufacturer where 
productiveness will be appreciated. Re- 
cently Eastern District Sales Manager one 
of largest national manufacturers. Box 583. 


INDEPENDENT SERVICE COMPANIES 


HALECTRIC Thermostat repair service, 
Ranco, B & B, Two dollars each, one year 
guarantee, prompt service. Halectric Lab- 
oratory. 1793 Lakeview Road, Cleveland, 
Ohio. 


EQUIPMENT FOR SALE 
FOR SALE CHEAP—5 ton CO: refrigera- 
tion plant with 10 h. p. motor, U. S. 
freezer with 3 h. p. motor, oil separator, 
centrifugal pump and 800 feet of coil 
piping. Write or call A. J. Melillo, 669 
Sixth Ave., New York, N. Y. 


information Servel officials stated that 
shipments of Electrolux refrigerators 
this month will probably be 80% 
greater than during August, 1932. 


General Motors Corp. 


NEW YORK CITY—General Motors 
Corp. held cash, government, and 
other marketable securities equivalent 
to $200,488,763, not including cash in 
closed banks, as of June 30, according 
to Alfred P. Sloan, Jr., president, in a 
report of the corporation's financial 
status for the first six months of 1933. 

This is above the amount of $135,- 
711,686 reported on March 31. Net 
working capital also increased over 
March 31, totaling $259,499,831 in com- 
parison with the earlier figure of 
$217,468,700. 

Second quarter net sales were set 
at $191,954,311, compared with $147,- 
134,818 during the corresponding 
period of 1932. Earnings of 90 cents 
a share on common stock from the ntt 
income of $38,903,364 for this quarter 
showed a large increase over the 7 
cents in the same months last year. 


=-atLewsr COSTS! 


Ilow to 
save money on 
Motor, Transmis- 
sion, Crank, Eccentric and 
Compressor Shafts: Send 
us your blue prints, we will 
send you our prices. Write today. 
MODERN MACHINE WORKS 
156 N. Milw. St., Milwaukee, Wis. 


SUAFTS 


McCORD 
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- McCORD. 
RADIATOR & 
MFG. CO. 
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General Electric Stresses Sales Training 


Distributors Gather at Nela Park, Cleveland, for Camp Refrigeration VII; 
Dedicate University of Refrigerania in Mock Ceremony 
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Upon arriving at Nela Park, the “freshmen” (G-E “Mike” Mahony, professor of merchandising, President Emeritus Quinn gets the Charles Francis (“Socker”) Coe, fiction 

distributors) stood in line to be greeted by the gravely bids the incoming students welcome, and low-down on the West Coast situa- writer and advertising agency head, makes a 

faculty (headquarters executives) reception commit- hopes they’ll take their scholastic duties seriously. tion from George Bauder, San two-fisted speech to the assembled distribu- 

tee. Note the totally unfreshmanlike expressions on P. S.: They did. This was a conference, not a Diego, Calif., distributor of G-E tors to dedicate the University of 
the faces of these fresh freshmen. convention; a sober meeting, not a jamboree. home appliances. Refrigerania at Camp Refrigeration VII. 


Bae eee ce ee res x * 
Even the faculty marched as the Shaker Heights Silver Cornet Brass Frank Wolf (right), Buffalo G-E distribu- Appropriately, the freshmen were carted to the campus at Nela Park 
Band blared forth stirring numbers by John Phillip Sousa and K. L. King. tor, makes a mean left hook as he ties a in schoolbusses. Above the bus parade is seen going down Euclid Ave. 
Freshmen brought up the rear, and the whole procession stopped four-in-hand knot in the red tie which was Headquarters were maintained in the Carter hotel, from which the 
around the improvised speaker’s rostrum. a part of the freshman uniform. distributors commuted to and from Nela Park. 


Distributor R. Cooper, Jr., of Prof. Mahony’s owlish solemnity fails to daunt the “Socker” Coe, Larry Hawkins from the House of Well, looka here! The same trio bobs up in 
Chicago, grins his schoolboyish high spirits of Freshman Bill Thompson (G-E dis- Magic, and Ted Quinn survey critically the fresh- front of the camera again! Nothing to do but 
pleasure after he dons complete tributor in Boston). Higher education? It’s all spinach men who have enrolled for the fall term. Mr. Coe photograph ’em—Messrs. Coe, Hawkins, and 
cap-tie-and-button freshman to Bill, who registered for all the courses (including has just spotted, in Freshmen Stringham, Head, Quinn in person. Positively last appearance, 

outfit. “When do we eat?” beer dispensing) offered at the “Black Cat.” Bogart, and Pendergraph, good football material. before Eastern tour, of these noted celebrities. 


7 ye Po ye « £¢ oh, . . +“ : 
is a SS A a 
At ease after the dedicatory ceremonies. Faculty members forget their The left-handed salute, as demon- This picture really should have been first, instead of last, because it shows 
dignity and seat themselves on the turf to fraternize with their students. strated above, was in high favor the freshmen as they disembarked from the schoolbusses at Nela Park. But 
Mr. Coe enjoys a drag at a fag after his strenuous forensic efforts of a among the frosh. They also en- maybe you won’t mind, for it shows how distributors look when relaxed. 
moment before; while Dean George Chapman, at Coe’s right, exhibits a joyed the free cigars, as you can The tall and genial gentleman at the far right is Art Dunning of St. Paul. 
Barrymore (or less) profile to the cameraman. see from the contented expressions. Looking over his shoulder is Ed Schaefer of Milwaukee. 
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